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HAROLD M. PATTERSON 


Harold M. Patterson was 
a high school teacher 
in Hammond, Indiana for 
a period of twelve years. 
On May 29, 1951 he signed 
his Franklin contract— 
with no previous sales 
experience. 

Here is his record: 
214 sales from June 1951 
through September 1952. 
200 of them were on 
Franklin exclusives. 
In seven months of 1951 
his cash earnings were 
$5,938. In the first 
nine months of this year 
he earned $9,393. Total 
for fourteen months with 
Franklin $15,331, despite 
teaching from September 
to February. 


Franklin exclusives 
don’t require selling 


Mr. Francis J. O’Brien, Vice President 
The Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


I couldn’t believe the stories told by ex-teachers who, 
within a year after leaving the teaching profession, 
were doubling their previous incomes, More amazing 
was the fact that in most cases they were doing it 
without any previous selling experience. My first few 
interviews showed me the reason. The remarkable 
Franklin exclusives do not require selling—they 
require explaining. The teacher, with his years of 
experience in explanations, has here something 
people like to hear explained—the answer to the 
universal problem—“When are we going to save 
some money?” The most nearly perfect solution to 
this problem is contained in the Franklin special 
merchandise. What a tremendous advantage we, who 
are fortunate enough to represent the Franklin, en- 
joy over our competitors. Whether the client wants 
pure savings, pure protection, or a combination, we 
can provide it most attractively with GLA, Home 
Protector, PPIP, and JISP, either singly or in com- 
bination. 

A recent survey of my first 214 sales shows that 
200 are the Exclusive Franklin plans. Whatever suc- 
cess I have enjoyed stems from concentration on 
these plans plus unexcelled Home Office cooperation. 

I am sincerely grateful for the opportunity pre- 
sented me by the truly friendly Franklin. 


Cordially, 
Harold M. Patterson 


Lhe Friendly 
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CHAS. E. BECKER, PRESIDENT 


INSURANCE 
COMPANY 
SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over a Billion Dollars of Insurance in Force 
$205,000,000 gain in insurance in force during 1951 
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According to a Fortune Magazine Survey,* business executives spend 
more than $250,000,000 annually on business gifts. The peak months when 
business gifts are selected are November and December. 


Over a third of U.S. business firms give Christmas gifts to employees. 


The business man not only plans his gift activities in advance but regards 
the practice of gift-giving as an important part of his public relations. 


The survey points out that tops on ihe list, and duplicated year after year, 
are such items as food products, liquor, and perfumes. 


Since these are the facts, why not encourage executives to give employees 
_ @ more lasting gift — GROUP INSURANCE. It demonstrates a keen interest in his 
employees’ well-being, and it is a gift which lasts the whole year ‘round. 


Here is a gift that for employees means greater security and peace of 
mind . .. for the executive reduced employee turnover, increased production, and 
the reputation of having his company known as ‘‘A Good Place To Work."’ 


*A survey taken by the Fortune Magazine Commercial Research Department. 


Write for free copy of form G-257 . . “Group Insurance As a Christmas Gift.” 
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Extraferritoriality 


Seen as Weakness 
of 213 in CIO Suif 


But Charge That Law 
Curbs Collective Bargain- 
ing Is Believed Ineffectual 


By ROBERT B. MITCHELL 


NEW YORK — The extraterritorial 
control feature of New York’s expense 
limitation statute is regarded as its most 
yunerable point in the CIO’s suit, in 
the opinion of most life insurance people 
who are following this case. They don’t 
think so much of the CIO’s other main 
ground, the contention that sections 213 
and 213-a interfere with collective bar- 
gaining to a degree prohibited by federal 
and state labor relations laws. 

The CIO has brought action for de- 
claratory judgment against the New 
York department and_ John Hancock 
and has asked for an injunction restrain- 
ing Superintendent Bohlinger from en- 
forcing the restrictions until the court 
has decided whether they are constitu- 
tional. A decision on the latter point is 
expected about the middle of this month. 


Is Exraterritoriality Needed? 


The CIO is regarded as strongest in 
questioning the reasonableness of per- 
mitting New York to prescribe, for in- 
stance, what kind of contract a Massa- 
chusetts life insurance company may 
have with its representatives in Indiana, 
as a condition of being allowed to op- 
erate in New York. Is this degree of 
extraterritorial control needed to make 
sure that companies are soundly and 
equitably operated in the interests of 
their policyholders? There are many 
who feel that it goes a good deal further 
than necessary in pursuit of the state’s 
admittedly praiseworthy objectives. 

Because of the long time that section 
213 has been in effect and its consequent 
close intertwining with so many aspects 
of the life insurance business, there is 
general agreement among company peo- 
ple affected by it that it would be a 
calamity if it should be knocked out, 
even though if the business had grown 
up without it probably nobody would be 
asking for such a law. 


No Immediate Danger 


However, it does not appear that 

there is any possibility of section 213 
being tossed out overnight. In view of 
its having been on the books so long, 
and the chaos its suspension esuil 
cause, nobody feels it is likely that the 
New York supreme court will grant the 
injunction sought by the CIO. And 
whoever wins the first round, the ques- 
tion of 213’s constitutionality seems sure 
to go to the U. S. Supreme Court for 
nal adjudication. Consequently, should 
there appear to be much of a chance 
that the statute would be held unconsti- 
tutional there would be time to amend 
Present regulatory statutes so that even 
tt the Supreme Court were to decide 
against 213 and 213-a, entirely or in 
part, the resulting dislocation would be 
held to a minimum. 

In fact, present efforts to modernize 
and liberalize section 213 are being af- 
fected by the possibility that CIO might 
win its suit or at least win enough of it 
to make it important to take that con- 

(CONTINUED ON PAGE 22) 


NEBRASKANS HEAR O’LEARY 





Points to Life Company 
Investment Metamorphasis 


Principal trends in life insurance com- 
pany investments during the postwar 
period have been a steady and pro- 
nounced decline in holdings of U. S. 
government securities, a sharp expan- 
sion in the mortgage portfolio, particu- 
larly on one to four family residential 
real estate, and a spectacular increase 
in holdings of the securities of business 
and industry, especially industrial and 
utility bonds. Dr. James O’Leary, direc- 
tor of investment research of Life In- 
surance Assn. of America, said before 
the insurance institute sponsored by Ne- 
braska Insurance Federation at Lincoln. 

“These shifts,” he added, “were inevi- 
table in the face of the tremendous de- 
mand for capital funds which developed 
in private sectors of our economy dur- 
ing the postwar reconversion and expan- 
sion. They are also a reflection of the 
great pressure of competition on all life 
companies to earn the highest possible 
rate of return on investments as is con- 
sistent with safety of principal. 


Problems to Be Faced 


“Despite the wealth of investment 
outlets which, generally speaking, have 
been available to life companies in the 
postwar period, there have been and are 
today a number of problems facing the 
life company investment officer. These 
range from the fairly technical question 
of establishing a sound system for valu- 
ation of assets to the broad economic 
problem of whether in coming years the 
supply of investment outlets in our na- 
tional economy will be sufficiently great 
to absorb the savings accumulated 
through life insurance and _ through 
other channels. Suffice it to say that 
there will always be problems connected 
with any process as dynamic as the in- 
veeaeat of life insurance savings must 

e.” 

Terming the large decline in life com- 
pany holdings of United States govern- 
ment securities as perhaps the most 
dramatic trend which has occurred since 
the last war, Dr. O’Leary said this de- 
cline was a perfectly natural develop- 
ment and one that was to be expected. 
The relatively low rate of 214% on long- 
term government securities, plus the 
unbalanced portfolio position, made it 
inevitable that as peacetime conditions 
were restored and a flow of real estate 
mortgages and corporate securities came 
forth in good volume the life insurance 
companies would move to redress the 
balance. The promptness with which the 
life insurance companies have acted re- 
flects not only on the ready availability 
of good outlets in private sectors of the 
economy but also the alertness of life 
insurance company investment officers 
in achieving their primary investment 
objectives, he declared. 





“BUILT IN” LIQUIDITY 





“There is considerable speculation to- 
day,” he said, “as to how much further 
the life insurance companies will con- 
tinue to reduce their holdings of govern- 
ment securities. Considerable attention 
is being paid to what might be termed 
a ‘normal’ percentage of life insurance 
company assets in government securi- 
ties. Thus, there are some who point 
out that life company holdings of gov- 
ernments are now approaching a ‘fairly 
normal’ percentage of assets in terms of 
prewar times. Much of this thinking is 
based on the belief that life insurance 
companies will always hold a sizeable 
amount of government securities for 


liquidity purposes. In this connection, 
however, it is well to keep in mind that 
due to the amortization of mortgages, 
as well as industrial loans, life insurance 
companies today have a large amount 
of ‘built in’ liquidity in their portfolios.” 

Continuing, the speaker asserted that 
the postwar period has witnessed an 
enormous expansion of mortgages in life 
insurance company portfolios, with this 
expansion centered heavily in mortgages 
on one to four-family residences where 
the mortgages are FHA-insured or VA- 
guaranteed. It should be pointed out, 
however, that in 1951 and 1952 there has 
occurred a noticeable shift to conven- 
tional mortgage loans, due to the gov- 
ernment policy of maintaining fixed in- 
terest rates on FHA and VA mortgages 
at a time when other interest rates have 
risen. 

The tremendous shift of life insurance 
companies into real estate mortgages 
has, of course, been an inevitable devel- 
opment in the light of the boom in resi- 
dential and other construction which has 
taken place in the last several years. 
With real estate mortgages on all types 
of property available in great supply, 
and with the improved rate of return 
which life insurance companies can earn 
on mortgages as compared with gov- 
ernment securities, it was to be expected 
that the companies would shift into this 
field. 





BUY INDUSTRIALS 





As to the third area of major change 
in life insurance investment portfolios 
since the end of the second world war, 
Dr. O’Leary pointed out that the in- 
crease in life insurance company hold- 
ings of securities of business and indus- 
try was another development which was 
to be expected. As the war ended and 
business concerns felt the need for capi- 
tal funds to finance reconversion and 
expansion, it was perfectly natural to 
expect that life insurance company hold- 
ings of these securities would rise in 
response to business needs. The sharp 
expansion of business financing in the 
first few years after the war was re- 
flected in the equally sharp increase of 
life insurance company holdings in these 
securities, and the bulge which occurred 
in 1951 after a downturn in 1949 and 
1950 was, of course, the product of in- 
dustrial expansion after the start of the 
Korean fighting. In 1951, life insurance 
company investments in this area were 
concentrated in industries important for 
the defense effort. 


Channelling of Funds 


“After reviewing these trends in life 
company investments one arrives inevi- 
tably at the conclusion that in the post- 
war period the savings of millions of 
life insurance policyholders have been 
directed by the forces of competition to 
those areas where they have been most 
needed to encourage and make possible 
the great expansion of our national 
economy which has occurred in the past 
several years,” the speaker said. “The 
channelling of life insurance investments 
in the postwar period has been a strik- 
ing illustration of the way competitive 
forces work inevitably to satisfy the 
economic needs of the country.” : 

Dr. O’Leary then said that the period 
since the close of the war has been so 
rich in investment opportunities for life 
insurance companies that he was hesi- 
tant about discussing the “problems 

(CONTINUED ON PAGE 18) 


Commissioner Ranks 
Are Affected by 
Tuesday Results 


New Faces May Appear 
in Ill., Ind., Mass., Tenn., 
Ark., Minn. 


As a result of the Tuesday elections 
there are some candidates among the 
insurance commissioners for early eligi- 
bility for membership in the Passé Club 
International. This is the organization 
comprised of former insurance commis- 
sioners of the U. S. and Canada. 

J. Edward Day, who is Governor 
Stevenson’s appointee as insurance di- 
rector of Illinois, is marked for exodus 
with the election of a Republican gov- 
ernor in that state. Thor Wanless, who 
is a Springfield attorney and who was 
formerly a member of the Illinois in- 
surance department, has been openly 
bidding for the appointment and he is 
regarded as a strong possibility. Others 
that are mentioned include Nellis Park- 
inson of Central Standard Life, who 
was insurance director under a former 
Republican administration, and W. W. 
Hamilton, who is executive secretary 
of Chicago Board of Underwriters and 
of Illinois Assn. of Insurance Agents. 


Change in Indiana 


In Indiana the story is that Linn 
Kidd, prominent insurance agent of 
Brazil, will be named to replace Frank 
Viehmann, who will become doubly 
eligible for membership in Passé Club 
International because he is serving a 
second term after an interregnum. Mr. 
Kidd was very influential in the cam- 
paign of George Craig, his fellow towns- 
man, who was elected on the Republi- 
can ticket as governor of Indiana. 
_Congressman Herter’s surprise elec- 
tion as governor of Massachusetts over 
Democratic Governor Dever means that 
Commissioner Dennis Sullivan will be 
replaced. The possibility of a Republi- 
can victory there was so remote that 
there seems to have been little pre- 
election skirmishing for the position of 
insurance commissioner under Herter. 
Mr. Sullivan and the insurance people 
have pretty largely kept their distance. 

Despite the election of a Republican 
governor in Minnesota, C. Elmer An- 
derson, there are doubts about the ten- 
ure of A. Herbert Nelson as insurance 
commissioner. He is finishing out a 
six year term to which Newell Johnson 
was originally appointed and which also 
encompassed a tenure by Armand Har- 
ris for a couple of years or so. Nelson 
is a Republican. His term expires Feb. 
1, 1953. The question is just how cozy 
Mr. Nelson may be in his relations 
with the governor-elect. 


Tennessee Situation 


_M. O. Allen, the Tennessee commis- 
sioner, has been ill and probably would 
not be in line for appointment in any 
event, but he is on the wrong side of 
the Democratic house so far as the 
new governor is concerned. There have 
been rumors that J. M. McCormack, 
former Tennessee commissioner, may be 
invited to return to office. 

Even though Mennen Williams, Dem- 
ocrat, may not be able to scrape 
through in his bid for reelection as 

(CONTINUED ON PAGE 24) 
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Ordinary Agent 
Finds Blue Collar 
Market Elusive 


Cincinnati Panel Says 
Payment Habits Turn 
Prospects to Debit Man 


CINCINNATI—The debit agent is 
probably getting into the ordinary 
agent’s prospect field to a greater extent 
than is the reverse, according to opinion 
expressed at a panel discussion led by 
combination managers at a meeting of 
Cincinnati Associated Life General 
Agents & Managers. 

Mentioning there is a great deal to be 
done in increasing the percentage of na- 
tional income going into life insurance 
premiums, the discussants observed that 
because of the home service the debit 
agents render, they are better equipped 
to sell and service the bulk of the market 
most able to buy. , 

One ordinary general agent said he 
had made specific plans to cultivate the 
so-called “blue collar” market, but that 
they just would not work out. Because 
he can call at the home right at the time 
the insured has the money to pay the 
premium, the debit agent has an advan- 
tage the ordinary agent cannot over- 
come. The advantage lies in the differ- 
ence of the two agency systems. 

Participating in the panel were W. A. 
Sullivan, chairman, and Frank Albanese, 
Metropolitan; C. E. Price, Western & 
Southern; L. F. Wittnauer, Prudential, 
and J. G. S. Meyer, John Hancock. 


Can Meet Monthly Payments 


Despite the improvement in income of 
the “blue collar” prospect, he does not 
have the money to put aside sizable pre- 
miums for regular ordinary. He will, 
however, put aside $10 or $20 on a 
monthly premium basis and the monthly 
premium debits of combination compa- 
nies have skyrocketed. A combination 
manager said emphatically that the aver- 
age combination man is doing more pro- 
gramming in selling ordinary than is the 
average ordinary agent. The amount of 
programming being done in connection 
with social security by the man on the 
debit is “pathetic,” he asserted. 

The average debit agent services about 
$50,000 premiums a year: $200 weekly 
debit, $1,500 monthly debit, and $20,000 
regular ordinary. He receives one-half 
of his income, about $3,000, from servic- 
ing and conserving this business and the 
balance comes from sales of new busi- 
ness. He must replace about 15% of his 
business each year which is lost through 
death, maturity, and lapse. 

A past president’s certificate was 
awarded to R. C. Hageman, Equitable 
Society, by J. C. Benson, Union Central, 
secretary of managers’ group of Na- 
tional Assn. of Life Underwriters. 





Cheek Is a Shoo-in 


RALEIGH, N. C.—Commissioner 
Cheek easily won election to his first 
full four-year term as head of the North 
Carolina department in the Nov. 4 
election. His opponent was John Tucker 
Day of Walkerton, who was running 
on the Republican ticket. 

Mr. Cheek was appointed by Gov. 
W. Kerr Scott in June, 1949, to succeed 
Commissioner Hodges, who resigned. 
He was elected easily to the remain- 
ing two years of the term in the 1950 
election. 





Connecticut Mutual Life has appoint- 
ed Melvin G. Campbell, Jr., supervisor 
for the Smith agency at-Atlanta. He 
has been with the company since 1949. 





Hancock Tries Out Hard 
Hitting Newspaper Copy 


John Hancock is running in 10 repre- 
sentative cities a series of full-page 
newspaper advertisements designed to 
bring home to the average policyholder 
and his wife the tough spot that a family 
is in when its breadwinner dies without 
adequate insurance. The copy empha- 
sizes that a great many family heads 
don’t carry even the bare minimum of 
14%4 times a year’s salary. Though seri- 
ous in tone and hard-hitting, it doesn’t 
go to lengths that could bring com- 
plaints about good taste. 

One of the advertisements carries the 
headline: “Most U.S. Families Wouldn’t 
Have a Chance — Would Yours?” 

The message goes on: “Let’s face it. 
Although most family heads have some 
ife insurance, less than one-third have 
an amount equal to their incomes for 
a year and a half. Yet that’s considered 
the barest minimum required! Protec- 
tion has not kept pace with inflated 
prices and increased pay checks. Have 
you figured recently what your life in- 
surance would do for your family to- 
day? It may shock you.” 


Tie-in with Agents 

The advertisements are designed to 
impel readers to immediate action and 
agents in the cities where the “ads” are 
appearing are equipped with kits en- 
abling them to make maximum use of 
the advertising’s effectiveness. The 
agent is given reproductions of the en- 
tire series of advertisements, booklets 
to be given his best prospects, and 


“teaser” postcards to be sent to pros- 
pects two or three days before the ad- 
vertising appears. 

Beg: of the advertisements features a 
ig 


headline: “Shocking Fact,’ then 


“70% of the Family Heads in America 
Don’t Own Enough Life Insurance to 
Give Their Families Even a Fighting 
Chance.” Accompanying this is a pic- 
ture of a father with his baby daughter. 

For another advertisement the head- 
line, over a picture of a widow and two 
young daughters, reads: “Yes, Life In- 
surance Paid for the Funeral Bills but 
How Are We Going to Eat?” The ac- 
companying text reads: “To family 
after family comes the sudden realiza- 
tion that the ‘security’ of Dad’s life 
insurance was just an illusion.” This 
is followed by references to protection 
not keeping pace with inflated prices 
and rising pay-checks. 

Another striking headline is: “Of 
Course You Have Life Insurance... 
But Do You Have Enough?” The pic- 
ture with this shows a mother and daugh- 
ter looking happily at a younger child 
in a crib, while the father stands back 
of them looking worried. 

Other headlines include these: “Are 
you aware of the tragedy in life In- 
surance today?’ (with a picture of a 
young widow holding her small son and 
the want-ad section of a newspaper); 
and “You Mean That’s All the Life In- 
surance Money That’s Left?” (with a 
picture of a widow and her daughter 
talking with a man). 

Results of the advertising on sales 
will be evaluated later but the campaign 
has been under way too short a time to 
permit any appraisal of its power. 





C. Rigdon Robb of Northwestern Mu- 
tual Life at Chicago discussed pensions 
and profit sharing for small businesses 
at a meeting of South Bend (Ind.) 
Estate Planning Council. 
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Commentary 


Salute to Ashland 


Commonwealth salutes the 











Ashland, Kentucky district 


office on its spectacular performance. 


During the four-week period ending October 31, this 
agency submitted a total of $1,286,724. 


To John Grubb, district manager, and his splendid 


group of associates go 
Congratulations. 


Commonwealth’s _heartiest 


INSURANCE IN FORCE, October 1, 1952 — $588,114,001 
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Herbert Rose New 
President of Cal. 
Assn. of A. & H. Clubs 


SAN FRANCISCO — Herbert Rose 
Unity Mutual, was elected president oj 
California Assn. of A. & H. Insurance 
Clubs at the annual meeting here. Har. 
vey French, Glens Falls Indemnity, was 
elected vice-president and Al. Foster 
Massachusetts Bonding, secretary, Ajj 
are from Los Angeles, where the 1953 
convention will be held. 

While warning that group COverages 
through the new union welfare systems 
are reducing the market for the agent 
Thomas W. Cordry, Jr., consultant on 
A. & H., and welfare plans for em. 
ployers, said that in his opinion there js 
a market still untouched by companies 
and agents. 

Mr. Cordry said compulsory sys. 
tems — including these employe plans— 
are certain to become more numerous, 
He believes the companies should pro- 
vide additional coverage to insure 
worker’s as well as a professional man’s 
earnings up to at least 75%. He cited 
the use of social security benefits by 
life agents to sell additional insurance, 
bringing the total more in line with in- 
sured’s future requirements. 


Union Plans “Controlled” 


Mr. Cordry said these employe com- 
pulsory systems are in fact “controlled” 
business which he feels may be subject 
to investigation, as union members are 
included without choice of broker, coy- 
erages or company by the oft-reluctant 
employer. These cases, he said, “are 
definitely controlled — the employer, as 
well as the emplove, must accept the 
union’s broker and company and the 
benefits. They are not of his own 
choosing.” He cited one case now about 
to be completed in the San Francisco 
area which includes 100,000 union mem- 
bers. This case, he said, will affect 
“many present personal accident poli- 
cies. 

But, he pointed out, the A. & H. 
agent can, as the life men do, provide 
the difference between these benefits, in- 
cluding the $35 a week paid under the 
state UCD plan, to increase the benefits 
returns to an amount closer to the total 
average earnings of the insured. He 
suggested that A. & H. writers “go 
along with these welfare employe plans, 
but definitely try to control them.” 

S._S. Battleson, West Coast Life, 
president the past year, opened the 
meeting. Al. Mueller, chief assistant in- 
surance commissioner, welcomed the 
group in behalf of Commissioner 
Maloney. The remainder of the session 
was devoted to a forum with Henry H. 
Childress, associate counsel Pacific Mu- 
tual Life; Arnold Brown, Metropolitan; 
; Andrews, counsel, and : 
O’Regan, assistant counsel of the Cali- 
fornia department, as participants. The 
panel, with George W. Kemper, Fire- 
man’s Fund Indemnity, as moderator, 
considered uniform provisions laws, min- 
imum benefits and standards laws and 
problems of policy approval. 


Hear Galloway, Little, Rose 


At the afternoon session John G. 
Galloway, Provident L. & A., Birming- 
ham, Ala., president of International 
Assn. of A. & H. Underwriters, spoke 
on the importance of proper statements 
and word-usage in making an approach. 
Robert E. Little, Paul Revere Life, 
president of San Francisco A. & H. Un- 
derwriters Assn., hereafter to be known 
as the Northern California Assn., spoke 
on the romance of selling A. & H. He 
outlined the similarity between court- 
ship (the approach), engagement (inter- 
view), marriage (the close), divorce 
(lapse). He announced that the assocta- 
tion is organizing a “vigilante” commut- 
tee to screen complaints regarding 
actions of producers— such as misrep- 
resentation, etc. — and then submit 
evidence received to the insurance de- 
(CONTINUED ON PAGE 22) 
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One of the lowest cost policies offered today for your prospects who 


can qualify 


Issued at ages 21 to 59, minimum amount: male, $10,000; 


female, $5,000 


Waiver of Premium Disability Benefit included 


Available with the Accidental Means Death Benefit—and with Family 


> + = @ 


Income and Decreasing Term Riders. 





"Life, 

the MR. BROKER— 
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Company Action 
on ‘53 Dividends 


Is Shown 
AETNA LIFE 


The 1953 dividend scale for ordinary 
policies in the participating department 
has been increased by Aetna Life. 

Dividend appropriations next year will 
approximate $3,525,000 under the new 
scale, this being 13% higher than would 
have been required under the scale in 
effect this year. 

Interest to be allowed in the par- 
ticipating department on proceeds otf 
policies left with the company for all 
payments falling due in 1953 and to 
be allowed on dividend accumulations 
will remain at 234%, except where a 
higher rate is guaranteed. 

The same rate of interest will be 
paid the non-participating depart- 
ment. 


CONNECTICUT MUTUAL LIFE 


Dividends to policyholders for 1953 
will be increased an average of 10.25% 
by Connecticut Mutual Life. 

This is the sixth dividend increase 
in 10 years and the 1953 scale is in 
the aggregate 49% more liberal than the 
scale in effect 10 years ago. 

A total of $16 million will be distrib- 
uted next year, this being approximately 
$1,500,000 more than the 1952 amount. 

The increase in individual dividends 
varies according to the plan of insur- 
ance and age. Increases apply to pol- 
icies based on the American experience 
table as well as to policies based on 
the CSO Table. 

Interest rate for 1953 will be 3%4% 
on money left with the company under 
its optional settlement contracts, which 
now amounts to more than $93 million, 
and 3% on _ dividend accumulations 
which now amounts to over $50 million. 
MUTUAL BENEFIT LIFE 

Mutual Benefit Life has authorized 
distribution ot dividends in 1953 amount- 
ing tO approximately $16,40U,000, com- 
pared Witn $14,600,v00 in 1952, Since 
the increase is the result of higher earn- 


in 


ings arising from the improvement in 
interest rates, dividends which will be 
most favorably affected are those on 
policies of longer durations. 

In constructing the new dividend 
scale, weight was given to the rising 
level of expenses. Certain policies of 
recent issues, although sharing in the 
increased distribution arising from in- 
terest earnings, will be adversely af- 
fected due to this increased level of 
expense. 


MUTUAL LIFE 


Mutual Life has tentatively approved 
dividends of $23,100,000 to be distrib- 
uted to policyholders during 1953. 

Dividends will be 11.1% greater than 
in 1952. While part of the increase is 
attributable to a greater amount of in- 
surance in force, most of it is due to a 
general rise in the dividend scale. 


NATIONAL LIFE, VT. 


The National Life dividend scale for 
1953 calls for payments of $1 million 
more than were made this year. Vir- 
tually all of policyholders will benefit 
from a new scale, increases being great- 
er for older policies. This is the second 
dividend increase in two years. 





Credit Cover on Increase 


H. Lee Rhodus of old Republic Credit 
Life of Chicago, in addressing the con- 
vention of Minnesota Finance Con- 
ference at Minneapolis, said one-third 
of those buying on the installment plan 
are covered by consumer credit insur- 
ance. He said that some 68,800 claim 
payments were made under such policies 
in the first six months of this year. 


Starts with Father, Gets 
to Son 1,000 Weeks Later 


W. L. Hall, Mutual Benefit 
Life, Louisville, wrote his first 
application on the life of Carlos 

Steed, more than 20 years 
ago. He recently completed his 
1,000 consecutive week of sub- 
mitted business by writing an 
application on the life of Howard 
M. Steed, son of his first policy- 
holder. 








Rietz Discusses 
A. & S. Trends: 
Lauds Agents 


The field man or agent is more im- 
portant in acciaent and sickness insur- 
ance than in life underwriting, because 
he determines the “grade” of applicant 
that he solicits, H. Lewis Rietz, vice- 
president Lincoln National Life and 
chairman executive committee of H. & 
A. Underwriters Conference, said before 
the insurance institute meeting spon- 
sored by the Nebraska Insurance Fed- 
eration at Lincoln. This grade selec- 
tion by the agent is real and its im- 
portance in long-term experience with 
A. & S. cannot be overemphasized, he 
said. 


Has Life Underwriting Factors 


Mr. Rietz made some comparisons be- 
tween life insurance and A. & S., saying 
the latter involves most of the factors 
of life underwriting—age, past and pres- 
ent physical condition, occupation, mor- 
als, habits and finances—but their order 
of importance is quite different. Fi- 
nances and overinsurance are far more 
important in A. & S. than in life 
underwriting. Character and occupation 
are two other elements which are also 
more important in A. & S. underwriting. 

“In life underwriting, once the case 
is placed the agent’s job is done. Most 
A. & S. business is not guaranteed and . 
must be reunderwritten from time to 
time in renewal years. Actually, an 
A. & S. company’s initial underwriting 
liberality may be markedly influenced 
by its willingness to delay and reject 
claims and reunderwrite very severely 
in renewal years. Such practices were 
not uncommon in the past. Fortunately, 
though, there is a trend toward better 
initial underwriting followed by more 
liberal claim and renewal underwriting 
procedures. This trend has, of course, 
primary policyholder and public rela- 
tions implications.” 

Full coverage to applicants with giv- 
en impairments at an extra premium— 
common in life insurance—presents ex- 
tremely difficult problems in A. & S 
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territories. 


Business that renews through- 
out the years is based on sound 
service principles that foster 
confidence. That’s why National 
Casualty’s Accident & Health, 
Hospitalization and Medical 
Care policies for the Individual, 
Family, Franchise or True Group 
case can help you build a clien- 
tele of satisfied policyholders. 
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is not licensed in California. 


and, hence, is little used, he said. Hoy, 
ever, a few companies are experiment. 
ing with full coverage at an extra prem. 
ium for a few groups of impaired A. & 
S. risks. While this is encouraging 
there is serious doubt that such practice 
can ever be extended on the broaj 
basis common in life insurance, th 
fundamental difference being that whik 
“death is an easily determined facty 
thing, disability is a subjective thing 
not necessarily undesirable to the jp. 
sured and often somewhat within his 
control.” 

“Thus, the trends in A. & S. ingyr. 
ance are better initial underwriting, Jip. 
eral renewal underwriting, _ liberalizs. 
tion of benefits under established types 
of policies and the continued introdyc. 
tion of new coverages designed to meet 
the needs of the public.” 


Life Rejections Decreasing 


Mr. Rietz also detailed the history 
and importance of medical knowledge 
and statistical experience which has fe. 
sulted in the accepting of life insurance 
risks today which were formerly te. 
jected for lack of sound underwriting 
standards. He pointed out, however, 
that although the advance of medica] 
and surgical techniques has _ brought 
about considerable liberalizations in life 
underwriting, not all classes of impaired 
applicants are affected uniformly. 

“In some, the extra mortality has all 
but disappeared; in other, little or no 
change has been realized. Production 
procedures, health and safety standards 
in established industries continue to im- 
prove, but new production procedures 
currently in the fields of plastics and 
atomic energy present new underwriting 
questions. Therein lies the present day 
challenge in life underwriting.” 





Announce More Speakers for 
N. Y. Policyholder Workshop 


Additional members of the faculty for 
the policyholder relations workshop, to 
be sponsored by Life Insurance Adver- 
tisers Assn. at Rye, N. Y., Nov. 10-14, 
have been announced. 

Henry F. Obermeyer, vice-president 
of the public relations firm of Bozell & 


* Jacobs, will discuss the fundamentals of 


sound customer relations; Harry 
Krueger, general agent of Northwestern 
Mutual Life in New York will discuss 
policyholder relations from the stand- 
point of the field man; Frank Maher, 
2nd vice-president of John Hancock, will 
discuss the same subject from the view- 


point of field management, and Olin J. 


Budd, assistant comptroller of Phoenix 
Mutual, will cover the role of the cashier. 
David W. Tibbott, New England Mu- 


tual Life, president of L.A.A., will ad- 
dress the closing luncheon. 





Cal. ‘Ad’ Hearing Postponed 


The date of the hearing of United 


of Chicago before Commissioner Ma- 
loney of California on allegations of 
violation of the insurance code in regard 
to advertising, originally set for Nov. 6 
at San Francisco, has been postponed to 
Jan. 12. 


The postponement was granted after 


A. Teschke, counsel for the company, 
visited San Francisco and had confer- 
ences with insurance department person- 
nel, and also consulted local counsel at 
Los Angeles. Judge Steinhart of San 
Francisco was retained as counsel, and 
the postponement was granted so that 
he might familiarize himself with the 
case. 





Unlicensed Sales Penalized 


Jesse E. Terry of Portola, Cal., was 


found guilty in superior court of Plumas 
county of acting as an agent for Ameri- 


an Farmers of Phoenix, Ariz., which 
He re- 


ceived a suspended sentence of SIX 
months in jail, was fined $100 and as 
a condition of probation was ordere 
to make restitution of nearly, $1,000 to 
holders of policies he had sold. 
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arls Takes Over 
as M.D.R.T. Chief 


Tighten Qualification 
Rules, Set Dates for 
1953 Annual Meeting 


In keeping with the recent trend re- 
girements for qualification in the 1953 
Million Dollar 
Round Table have 
hen tightened 
somewhat, accord- 
ing to William T. 
Earls, Mutual Ben- 
efit Life, Cincinnati, 
who officially has 
taken over as 
WD.R.T. chair- 
man, succeeding 
Walter N. Hiller, 
Penn Mutual Life, 
Chicago. ; 

This year certifi- 
cation of member- 
ship in National 
Assn. of Life Underwriters must be 
made on an affidavit type of statement, 
signed by both the applicant and either 
the president or secretary of the local 
association. 

Membership applications for 1953 are 
available from M.D.R.T., 1 North La 
Salle street, Chicago. Forms are now 
being mailed to 1952 members. 

Because it is permissible officially to 
announce membership in the 1953 table 
as soon as an application is approved by 
the chairman, it is being urged that all 
forms be submitted as soon as possible. 

The annual meeting of M.D.R.T. will 
be held at the Greenbrier hotel at White 





W. T. Earls 


Sulphur Springs, W. Va., June 29- 
July 2. 
Mass. Mutual Will Keep 


French Lick Hotel Open 


Massachusetts Mutual will continue to 
operate the French Lick Springs hotel, 
French Lick, Indiana, as a resort and 
convention hotel, according to J. T. 
Strange, mortgage loan vice-president. 
However, the company is also willing to 
negotiate for the sale of the property, 
he reported. 

Massachusetts Mutual acquired the 
$4 million property through mortgage 
loan foreclosure action this summer 
when John B. Cabot,. New York and 
Florida hotel man who purchased it for 
a reported $4 million in 1946, failed to 
exercise an option to buy it back. The 
company had helped finance his original 
purchase with a $1,550,000 loan. 

Famous as a spa and resort since the 
turn of the century, the 600-room hotel. 
with 2,000 acres of land, has attracted 
many insurance conventions in recent 
years. Latest held there was the Mid- 
West Management Conference, Oct. 23- 
25. Bookings of conventions are being 
accepted under Massachusetts Mutual 
ownership, and, according to Mr. 
Strange, service and facilities will be im- 
proved where necessary. 


Speak at Nashville Meets 


John F. Handy, general counsel for 
Massachusetts Mutual Life, spoke on 
the legal phases of pensions at a meet- 
ing of Nashville Life Insurance Trust 
Council, and Ernest W. Furnans, Jr., 
associate general counsel. for the same 
company, discussed ‘Corporate Cov- 
erage” at a gathering of the Nashville 
CL.U. chapter. 


Revise Juvenile Benefits 


Jefferson Standard Life has begun 
Paying full death benefits on juvenile 
policies, except those of issue under 
age 6 months where the death benefit 
the first policy year will be $250. For- 
Mer juvenile policies had graded death 
enefits to age 5. 

he company issues participating and 
Noh-participating on the juvenile pol- 
ices. following basis: Endowment .at 





ages 17-20; 20-year endowment; 20-pay 
endowment to ages 60-65, and 85. 


Life of Ga. Men Run Clinic 


Recently G. S. Cutini, director of train- 
ing Life of Georgia, organized a three- 
day sales clinic which was given in 
Macon, Ga., to provide a sales training 
course for local sales people in Macon. 
Mr. Cutini and Assistant Agency Vice- 
president W. Sheffield Owen of Life of 
Georgia were among the 12 instructors. 
The clinic was a huge success. 





Time of Policy Issuance 
Is Premium Due Date 


Arkansas supreme court has ruled that 
in the absence of an advance challenge 
by assured the premium date shown on 
the face of the policy is binding. The 
decision reversed a lower court ruling 
under which Mrs. C. ‘C. Williams was 
awarded the face value of two $2,500 
life policies issued to C. H. Williams by 
Pyramid Life of Arkansas. 

The policies bore a March 21, 1949, 


issuance date but were not delivered 
until March 24 when the first premium 
was paid. ‘Williams died August 23, 
1951. The last monthly premium was 
paid July 20, 1951—during the 31 days 
grace peiod. The issue was whether the 
grace period again started July 21 or 
July 24. 5 

Because it would be impossible to de- 
termine the due date of a premium other 
than by examination of the policy, the 
court ruled that the date of issuance pre- 
vails as to the date when the premium 
is due. 
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High Points of Opposing 
Briefs in CIO 213 Suit 


Union Hits Law as Curb 
on Bargaining and Out 
of State Companies 


NEW YORK—The Insurance & 
Allied Workers Organizing Committee, 
CIO, in its brief filed in connection with 
its suit to have sections 213 and 213-A 
of the New York insurance law set aside 
attempts to show that the sections are 
unconstitutional and void and that Su- 
perintendent Bohlinger has no power to 
act thereunder. 

It bases these contentions on these 
grounds: The sections are a direct bur- 
den on interstate commerce; they violate 
the due process clause of the 14th 
amendment to the federal constitution 
“by reason of their direct regulation of 
activities carried on within the bound- 
aries of states other than the state of 
New York and such regulation is not 


State Brief Holds Agents 
Have Waived Rights to 


Challenge Statute’s Power 


NEW YORK — Entirely aside from 
the merits of the case, the CIO is in no 
position to question the constitutionality 
of the expense limit provisions of the 
New York insurance law because in 
their contract with the John Hancock 
the unionized agents agreed that the 
contract was made subject to the ex- 
pense limit provisions of these statutes. 

This point is made in the brief filed by 
Samuel A. Hirshowitz, assistant attor- 
ney-general of New York, on behalf of 
the New York department in the CIO’s 
suit for declaratory judgment and a tem- 
porary injunction against enforcement 
of section 213 and 213-a. John Hancock 
is a defendant along with Superintendent 
Bohlinger of the New York department. 


a 
New York may exercise to regulate in. 
surance associations may be applied to 
foreign associations which New York 
permits to conduct the same kind 9 
business. The appellants cannot, “by 
spreading their business and activities 
over other states ... set at naught the 
public policy of New York (Great Ate 
lantic & Pacific Tea Co., vs. Grosjean 
301 U.S. 412, 42781 L. Ed. 1193-1201, 57 
S. Ct. 772,112 ALR 293.) . 

““Whereas here the state has fy} 
power to prescribe the forms of contract, 
the terms of protection of the insured 
and the type of reserve funds needed 
“the mere fact that state action may have 
repercussions beyond state lines is of no 
judicial significance.” (Osborne ys, Oz- 
lin, 310 U.S. 53 (1939)). 


No Loss of Power 


ing it subject to the expense limit pro- 
visions, the state’s brief says: 

“Nevertheless, in the face of such pro- 
vision of the collective bargaining con- 
tract, plaintiffs seek to ignore these pro- 
visions of the contract which they plead 
as part of their right to maintain this 
action.” 

The brief also makes the point that 
the plaintiffs are not directly affected 
by the provisions of the statute to the 
extent required to challenge its constitu- 
tionality. 

Most of the brief is devoted to argu- 
ment in support of sections 213 and 
213-a on their merits. It points out the 
serious consequences that would follow 
a declaration that the two sections were 
unconstitutional, saying that it “would 
immediately affect the operations of the 
other relevant sections of the statute . 
and would irreparably damage the insur- 
ance and savings of billions of policy- 
holders in this state and elsewhere.” 


Cites Due Process Clause 


The brief makes the point that the 
validity of a state statute under the due 
process clause of the 14th amendment 
to regulate commissions of agents en- 


“‘Neither New York nor Illinois loses 
the power to protect the interests of its 
citizens because these associations carry 
on activities in both places. (Alaska 
Packers Assn. vs. Industrial Accident 
Commission, 294 U.S. 532). 

_ ‘We think the regulation themselves 
since they are aimed at the protection of 
the solvency of the reciprocals or at pro- 


and cannot be permissible under the 


(CONTINUED ON PAGE 20) 


gaged in the insurance business is es- 
tablished and that “the question is not 
open in the Supreme Court of the 


Referring to the collective bargaining 


‘ing barga moting the convenience with which New 
contract’s inclusion of a provision ‘mak- 


York residents may do their insurance 
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Mountain Grove, Mo. 


Since joining the L. A. Wood 
Agency of Springfield, Missouri, 
less than three years ago, John 
H. Hicks has won company-wide 
recognition as one of our most 
competent and successful un- 
derwriters. John’s growing list 
of clients includes many busi- 
ness and professional people 
who are quick to appreciate the 
merits of the Ohio National 
Econ-o-life policy plan as the 
answer to their life insurance 
needs. 
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OHIO NATIONAL 


LIFE INSURANCE COMPANY 


~ Cincinnati, Ohio 


business, are all within the scope of 
state power. (Osborne vs. Ozlin).’” 


COMMERCE ANGLE 


United States.” 

The brief quotes the Supreme Court’s 
opinion in O’Gorman & Young, Inc., vs. 
Hartford Fire 282 U.S. 251, in which it 
held that the state may regulate agents 
compensation or commission. It quotes 
this passage: “Excessive commissions 
may result in an unreasonably high rate 
level or in impairment of the financial 
stability of the insurer.” 

“That case was decided more than 20 
years ago,” the brief points out, “and 
the legislature appropriately states in its 
report ‘It can hardly be seriously argued 
at this time that section 213 and its pred- 
ecessor, section 97, which has been in 
effect since 1907, and section 213-a, 
which had been in effect since 1940, 
which section withstood the test of time, 
are unreasonable or arbitrary in their 
i oe - 


EXTRATERRITORIALITY 








The state’s brief contends that any 
attack on the statutes on the grounds of 
the commerce clause is without force 
and that the U. S. Supreme Court has 
held directly that the commerce clause 
does not preclude a requirement by a 
state that foreign insurers meet require- 
ments such as that state sets forth in 213 
and 213-a. 

The brief cites the following passage 
from the McCarran-Ferguson act (pub- 

(CONTINUED ON PAGE 23) 











Taking up the CIO’s challenge to the 
asserted extraterritorial effect of section 
213 and 213-a, the state contends that 
this is likewise without merit. ; 

“The statute merely requires foreign 
insurance companies to conform with the 
requirements of doing business with 
which all companies must comply,” it 
states. “That is a condition to their do- 
ing business in the state of New York. 
On five occasions within the last 15 
years, state statutes regulating insurance 
have been attacked on the ground of 
allegedly invalid extra territorial effects. 
On each of these occasions, the Supreme 
Court has upheld the pattern of regula- 
tion. .. 

“Typical is perhaps the leading case on 
this subject, Hoopeston Canning Co. vs. 
Cullen, 318 U.S. 313 (1942), where the 
court sustained provisions of the New 
York state law as applied to reciprocal 
insurance associations licensed to do 
business in New York but with head- 
quarters in Illinois. The regulations 
which New York imposed included stip- 
ulated operating reserves for payment of 
losses, a requirement for the mainte- 
nance of unimpaired surplus and the use 
of a standard form of a power of attor- 
ney for all subscribers, wherever located. 
Upholding the validity of this statute the 
court stated: 


Some Effect Timetable 


“‘These regulations cannot be at- 
tacked merely because they affect busi- 
ness activities which are carried on out- 
side the state. Of necessity, any regula- 
tions affecting the solvency of those do- 
ing an insurance business in a state must 
have some effect on business practices 
of the same company outside the state. 
Nothing in the constitution requires a 
state to nullify its own protective stand- 
ards because an enterprise regulated has 
its headquarters elsewhere. The power 
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Personal Insurance 
Market Endangered 
Hogg Declares 


There has been a growing tendency 
on the part of government to regard 
every fortuitous event as an insurable 
risk which must be protected against 
by a government insurance program 
when a private insurance market does 
not exist, Robert L. Hogg, executive 
vice-president and general counsel of 
American Life Convention, said at the 
insurance institute sponsored by Ne- 
braska Insurance Federation at Lincoln. 
The government has indicated a grow- 
ing ithpatience with the personal in- 
surance business, he added. 


Pérsonal Cover Can Meet Needs 


“Our private institutions should re- 
spond to the needs of our people for 
proper insurance protection, but a ‘need’ 
cannot be created by legislative fiat. It 
must exist as an insurable risk, the cost 
of which is capable of being spread over 
a large number of persons without dis- 
ctimination. The personal insurance 
business is equal to the task and will 
supply the need when given the oppor- 
tunity. 

Speaking on “Some Problems and 
Trends in the Personal Insurance Busi- 
ness in Relation to Government,” he 
said that in appraising today’s problems 
we in the insurance business derive com- 
fort from the fact that the business has 
always had its problems and somehow 
we must have met them, for on the life 
insurance side in two decades we have 
seen insurance in force grow from $108 
billion to $262 billion with a correspond- 
ing increase in assets. Extremely limit- 
ed personal accident and health cover- 
age of 20 years ago now embraces 80 
million people. 

Many factors affect the companies’ 
position as to selling, and everything 
that increases cost is extremely im- 
portant. Of even greater importance in 
this same area is competition from gov- 
ernment. This competition is such an 
important economic problem that its 
consideration should receive treatment 
as a theory of government instead of 
only a factor of cost of company opera- 
tion, the speaker pointed out. 


Life Company Taxation 


“On the cost side,’ Mr. Hogg as- 
serted, “corporate income taxation is of 
immediate concern, particularly to life 
companies. I shall discuss the life com- 
pany tax for two reasons. First, a very 


* large proportion of personal insurance 


other than life is held by life companies. 
Second, traditionally, changes in life 
company taxation have their repercus- 
sions in the taxation of other types of 
the personal insurance business. This 
problem has been the number one prob- 
lem even antedating the Federal income 
tax law itself. It was a problem when 
the tax was solely a corporate excise 
tax.” 

He continued that basic difficulties 
arise because “ours is a unique busi- 
ness,” and taxation of a unique business 
Produces complications, which produce 
misunderstandings. Speaking particu- 
larly of the life insurance business, Mr. 
Hogg explained its long range function 
and operation and why there can be 
no such thing as passing tax costs on 
to the customer “except in the case of 
participating business when and as there 
may be a reduction of dividends.” 


Substantial Taxes for 1952 


He gave an example of the public 
misunderstanding which arose from ap- 
plying the formula designed for satis- 
factory tax revenues in the 1942 revenue 
act to 1947 business, from which was 
born the 1950 stop-gap law and its two 
extensions. Remarking that the Joint 
Committee in Internal Revenue Taxa- 
tion and the Treasury have been making 
extensive studies to develop some for- 
mula for the taxation of companies 
which can have some degree of perma- 
nence, he said that no one should get 


the idea that the business is not now 
paying substantial taxes. He pointed 
out that excluding social security taxes, 
federal and state, estimated at $25 mil- 
lion, 1952 operations will produce a tax 
reaching $310 million, a sum probably in 
excess of 3% of present premium in- 
come. 

Federal income taxes also have a de- 
cided effect on the purchase of life in- 
surance, because distribution of life 
insurance is directly related to personal 
income, he stated. An increase in income 
tax liability forces upon the taxpayer 
a readjustment of his finances and the 


first curtailment is quite apt to be in 
the area of his savings which would in- 
clude insurance. Obviously with the 
les¢tning of disposable income, there 
is a corresponding restriction in the 
market for new insurance. This situa- 
tion decidedly gives the insurance busi- 
ness a big stake in what the government 
does in the field of personal income 
taxation. 

Mr. Hogg also discussed the interest 
of the insurance business in keeping 
up the value of its product by fighting 
inflation; tax advantages of certain pen- 
sion plans, especially as presented in 


some bills introduced in Congress to 
aid self-employed persons; how govern- 
ment policy in the investment field af- 
fects the cost of personal insurance; 
and the possibility of taxation of fringe 
benefits as income to the employe. 


Washington Activity Increasing 


“Of more immediate concern to the 
personal insurance business is the posi- 
tion of the Bureau of Internal Revenue,” 
he said, “in seeking to apply the doctrine . 
of constructive receipt to maturity 
values of insurance contracts for in- 
come tax purposes. Notice must also 





school at all. 


teacher. 


teacher at all. 





The day she came into your life it didn’t seem like 


There you were cooped up in class again, and summer 
was gone, and the new books looked hard, and everybody 
said, Boy, wait till they give you Long Division. You 
should have felt scared and miserable—but you didn’t. 
For the first time ever, you were GLAD to be in school. 


And the reason for it all was something about the new 


She was sort of pretty, but that wasn’t the main thing. 

It was more that she was happy. She seemed glad to 

be there, and glad that you were there. When she called 
on you to recite, she listened as if you were teaching her 
something. It got so you could even talk to her about 
important things, like she was a person and not a 


She wasn’t ever yelly or mean. If you started clowning, 
she’d stop and wait, and the other kids would shut you 
up because they wanted to hear what she was 

saying. Then she’d look at you, not angry, 


She taught us how to spell 





“treedom”’ 


just a little disappointed, and you felt worse than if she 


had bawled you out. 


School went quickly that year. By the time summer 
came again, you had read all those hard books (what was 
hard about them?), you were doing Long Division 
(baby stuff), and you felt bigger, steadier, more sensible 
than ever before in your life. 


Years later you went back to see her. She remembered 


your name, and seemed proud to hear how well you were 


doing. You looked at the new pupils in their little chairs, 
reminding you how small and helpless you had been once... 


In everyone’s life there is this woman whose name we 
may have forgotten. She is the Nice Teacher, who began 
our real education by letting us discover for ourselves 
the lightness and the weight of freedom. You can find 


her in any American school today, still as young as you 


remember her, and sort of pretty, and never yelly, 
and never mean. 
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Home Office schools con- 
ducted over a period of 18 
years is evidence of the Com- 
pany's feeling in the matter of 
long-range training. The suc- 
cess of the 776 field associates 
who have attended such 
schools is proof that "we earn 
ek as we learn." The 37th School 
‘ held this month re-emphasized 

a the Company's conviction that 
continuous training builds ca- 
reer life underwriters, 













EQUITAB URANCE COMPANY 


of IOWA 


FOUNDED IN 1867 IN DES MOINES 


be made of the present inequitable in- 
come tax on annuity payments which, 
under the label of taxation, is really a 


-@ capital levy. These things cause one to 


© 


ask whether the time-honored social 
value of personal insurance is to be 
questioned.” 

He concluded that the personal in- 
surance business is more and more di- 
rectly affected by what is done and 
what is not done in Washington. “Like 
any other business, we constantly face 
problems and situations peculiar to our 
business. Our challenges come in the 
less obvious problems and _ situations 
whose indirectness is disarming. These 
also are on the increase and are typical 
of the Washington scene.” 


NSLI RECORD 
$10 Billion Lapse 
Affects 1,200,000 


WASHINGTON — More than $10 
billion in lapsed GI term life insurance 
will be lost forever under present laws 
unless the 1,200,000 veterans who have 
permitted their policies to lapse reinstate 
them before the terms expire during the 
next 14 months, says veterans admin- 
istration. 

The policies involved are term Na- 
tional Service Life issued to 1,100,000 
World War II veterans who took out 
their policies while in service during 
the last two months of 1944 and all of 
1945, and to 100,000 World War II and 
post-World War II veterans who took 
out policies while in servie during the 
last two months of 1947 and all of 1948. 

The first group have 8-year term pol- 
icies and the second group 5-year term. 
Both terms expire during the last two 
months of 1952 or during 1953, depend- 
ing on anniversary dates of policies. If 
veterans do not reinstate before pol- 
icies expire, the VA said, they will not 
be eligible for further GI life coverage 
under Public Law 23, 82nd Congress. 

Veterans who have NSLI policies in 

_force under premium paying conditions 
receive two notices from the agency be- 
fore terms expire, advising them of re- 
newal right. However, veterans who 
have permitted their policies to lapse 
receive no further notices. It is this 
latter group who must take action if 
they wish continued coverage. 


Propose Insured Medical 
Care Through Team Practice. 


A new plan for the promotion of 
voluntary prepayment for medical care 
through independent, self-sustaining 
medical centers and the development of 
“team practice,” involving general prac- 
titioners, specialists and other personnel, 
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is proposed by American Federation of 
Medical Centers, a non-profit organiza- 
tion of business-men and doctors whose 
declared purpose is to “show com- 
munities how to. provide modern, com- 
prehensive medical care at a cost of $1 
to $2 a week including medical, hospital 
surgical, dental and eye care.” While 
the various centers would be affiliated 
through the new organization, there 
would be no central control. A 
It is stated that insurance policies 
_ will be made available through private 
insurance companies to individuals and 
to families on a voluntary basis, with ar- 
rangements for participation by employ- 
ers. Policies for the medically indigent 
may be purchased, in full or in part, with 
welfare funds. : 
Headquarters of American Federation 
of Medical Centers are at 3919 John R 
street, Detroit, with a New York office 
at 500 Fifth Avenue. Its directors are 
Wendell W. Anderson, president Bundy 
Tubing Co., Detroit, chairman; Dr. 
Edgar H. Norris, educator and surgeon, 
Detroit; Frank Surface, assistant to the 
president of Standard Oil Co. of New 
Jersey; Howard J. McAfee of Simpson, 
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Thatcher & Bartlett, New York; James 
A. Rowan, chairman Group Attitudes 
Corp., New York, and Clark Swart, 
Andsec Estates, Inc., Detroit. 


West Coast Life 
Ups W. L. Hardy to 


Executive V.-P. 


William L. Hardy has been advanced 
from superintendent of agencies of West 
Coast Life to ex- 
ecutive vice-presi- 
dent in charge of 
agencies. 

Mr. Hardy join- 
ed West Coast as 
an agent at Wat- 
sonvi,lle, Cal., in 
1931. He was ap- 
pointed manager of 
the home office 
agency at San 
Francisco in 1940. 
He later was 
named inspector of 
agencies in north- 
ern California. 

A leader in association affairs, he 
served as president of both San Fran- 
cisco Life Underwriters Assn. and of 
San Francisco General Agents & Man- 
agers Assn. 





W. L. Hardy 


Interstate L. & A. Advances 
Arnold and McCullough 


Interstate L. & A. has advanced Carl 
J. Arnold, supervisor of the accounting 
department, to controller, and Boyd Mc- 
Cullough of the actuarial department, to 
agency secretary. Mr. Arnold has been 
with the company since 1946, Mr. Mc- 
Cullough since 1940. 

The following department Managers 
have also been appointed: William T. 
Brownlee, credit insurance; Adolph 
Zinkeler, education and training, and 
J. R. Leal, Jr., field personnel. 

New department supervisors are Her- 
man Dodd, IBM; Noel Barron, central 
planning; W. E. McIntosh, field under- 
writing and claims; W. V. Mulligan, 
home office underwriting, and J. C. 
Kirkpatrick, accounting. 

In addition, W. G. Fleming has been 
named supervisor of field cashiers, and 
Carlton C. Duke becomes supervisor of 
the tabulating division, IBM depart- 
ment. 





: Life & Casualty will begin operations 
in Texas soon, first opening offices at 
Dallas, Fort Worth and Houston. 





Christian Mutual Life of Concord, N. 
H., has purchased a building there into 


which it will move its home office. , 





INSURANCE 
COMPANIES 


Bought and Sold 





Write, wire or phone us regard- 
ing either the purchase or sale 
for CASH of 100% or control- 
ling interest in life companies 
or other insurance lines. 


All negotiations personal 
and confidential. 
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Lounsbury Tells 
Current Trends 
in Insurance 


Top management of the insurance 
companies is very much interested in 
the encroachment of government— 
mostly federal government—into the 
field of insurance, Ralph R. Lounsbury, 
president Bankers National Life, said 
at the insurance institute sponsored by 
ithe Nebraska Insurance Federation at 
Lincoln. With so many people and so 
much money being used to build a big- 

er and bigger central government, it 
is not to be wondered at that there 
are those who want either to have the 
federal government take over the in- 
surance business or to crowd the private 
companies out, he added. 


Public With Private Business 


“We in the business feel that the 
people will continue to support the 
privately conducted insurance business 
and refuse to allow further invasion 
of the field by government when they 
realize that privately operated com- 
petitive business is always conducted at 
less cost than when government oper- 
ated, if the latter makes proper charges 
for invested capital, depreciation, and 
taxes; and that only in a competitive 
situation does a business strive con- 
tinually to give better service and a 
broader choice to the buyer.” 

Mr. Lounsbury also named as two 
of the many concerns of top manage- 
ment the offering of a product or serv- 
ice at a level or, if possible, declining 
price, and keeping the product or serv- 
ice up to the minute so that it meets 
to the fullest extent possible the needs 
and desires of the ultimate customer. 
He said that in keeping the cost of in- 
surance services as low as_ possible, 
there are two avenues of endeavor. The 
first is to reduce the losses or claims; 
the second is to reduce those costs of 
doing business which are incidental to 
but indissolubly tied up with the pay- 
ment of claims. He then gave several 
detailed examples of how all segments 
of the insurance business are meeting 
these two requirements. 


Equipment and Methods 


Another top-management concern was 
given by Mr. Lounsbury as the con- 
stant search for equipment and methods 
which will permit insurance company 
employes to “work smarter—not hard- 
er.” He reminded his audience that more 
than 20 years ago the life insurance 
companies organized the L.O.A.M.A. 
with offices and staff to find better 
methods and routines of carrying on 
the “record keeping” part of the life 
insurance business. 

“Top management has also been con- 
cerned with inflation and the threat of 
more of the same,” Mr. Lounsbury said. 
“Continued inflation is the deadly enemy 
of all insurance, and the industry has 
been active in trying to control and 
reduce it. Inflation kills life insurance 
by making the promises of the life com- 
panies worthless. Of what comfort can 
it be to a widow to get the dollars prom- 
ised by her husband’s life insurance if 
those dollars will not buy the things 
she needs to live on? What good to pay 
a retirement income to an insured if the 
dollars he receives have lost their value? 
... We in the insurance business and 
those not in it must join our efforts 
to bring inflation to an end. Don’t be 
misled into believing it is good for you 
—it 1s one of your greatest enemies.” 





Set Defense Dept. Parley on 


Military Selling for Nov. 13 


WASHINGTON — The defense. de- 
partment meeting with Louisiana com- 
missioner Martin and a committee from 
National Assn. of Insurance Commis- 
sioners has been set for Nov. 13. Prob- 
lems involved in the sale of life insur- 
ance to servicemen on military installa- 
tions will be discussed. 


Representatives of the armed serv- 
ices and staff of Mrs. Anna Rosenberg, 
deputy secretary of defense personnel, 
will attend, headed by Admiral J. P. 
Womble, acting director of personnel 
policy. Thomas L. Kane, insurance di- 
rector, has been invited. 

A defense personnel official stated 
the purpose of the meeting is not to 
“freeze out” some companies, but to 
exchange ideas about the services’ and 
commissioners’ problems. 


Expect GOP Victory 
to Aid Policy Sales 


Many of those interested in the pro- 
duction end of the life insurance busi- 
ness expect the national election results 
to have quite a salutary effect on sales, 
through encouraging optimism among 
business men, with consequent increased 
business activity, which is always good 
for life insurance sales. 

A secondary result is expected to be 
a lessened tendency of prospects to offer 
inflation as a reason for not buying in- 
surance, if a change or impending 
change in federal fiscal policy seems to 
be leveling off the inflation spiral. On 
the other hand it is recognized that some 





of the steps necessary to reduce in- 
flation may induce fears of deflation 
among some prospects 

But, on balance, the general feeling 
seems to be that any effect that the 
election’s outcome will have on the life 
insurance sales outlook will be all to 
the good, though it may be difficult to 
appraise just how great the effect is. 





Faltysek to Editorial Staff 


of National Underwriter 


William H. Faltysek has joined the 
editorial staff of THe NaTionaAL UNDER- 
WRITER. He received his training in 
journalism at Northwestern university. 
After army service with the parachute 
infantry, he remained in France to take 
a public relations position with the U. S. 
government in Paris. Later he was as- 
sociate editor of “Safety Education,” a 
magazine issued by the National Safety 
Council, and most recently was director 
of publicity for American Life Conven- 
tion. 

Mr. Faltysek is the son of the late 
Edward J. Faltysek, former general 
agent at Chicago for Equitable Life of 
Iowa. He was associated with his father 
as an agent for a brief time following 
his return from overseas. 


Names Van Horn to 
Cleveland Post 


General American Life has appointed 
J. William Van Horn general agent of 
its new “multiple agencies” operation at 
Cleveland. This follows the agency pat- 
tern established at St. Louis, Detroit 
and Houston. 

New district managers are Paul H. 
Dieter, Sanford L. Dieter, Philip C. 
Dieter and William J. Wocd, Jr. The 
three Dieters are brothers. 


Van Horn Career 


Mr. Van Horn, formerly a_ superin- 
tendent of schools in Pennsylvania, en- 
tered sales work in 1934 and joined Con- 
necticut General at Philadelphia in 1943, 
becoming manager at Cleveland in 1947. 

The Dieter brothers, all service vet- 
erans, are following in the footsteps of 
their father who has made a career of 
life insurance and is regional group sales 
manager for Metropolitan Life in New 
York. Mr. Wood joined.the Van Horn 
agency in 1951. 

A regional group supervisor is to be 
headquartered with the agency to serve 
Cleveland and northern Ohio. 
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Join National Reserve Life, and be a part of our 


big expansion program — and you will have the 
opportunity of creating profits for yourself. 


Attractive, worthwhile territory is now available. 


Our tested and efficient Sales Training Program 


Write today for complete, 
tion. 


will help you achieve top earnings. 
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MUST MEET POLITICAL CHALLENGE 








The American agency system in life 
insurance must do a “big job politically 
and meet the present challenge or stag- 
nate,” R. Edwin Wood, San Francisco 
president of California Assn. of Life 
Underwriters, told the 125 northern 
California general agents and managers 
attending the agency building conference 
at Berkeley. 

Mr. Wood, reviewing political, insur- 
ance and economic trends, cited the in- 
crease in group insurance, group credit- 
ors insurance and government in busi- 
ness as indicating that the independent 
status of life insurance is in danger. 
To be prepared to do a better job 
toward halting these socialistic and 
“controlled” trends, he said N.A.L.U. 
should have a minimum of 100,000 mem- 
bers and a full-time qualified repre- 
sentative in Washington. He asked the 
agency heads to give attention and 
action to these factors, to cooperate 
individually and collectively to defeat 
inimical state federal legislation, such 
as the Keogh bill and other pending 
measures. 

At the same time, he said, he can see 
no saturation point in life insurance, 
that more quality insurance should and 
can be sold, particularly in California 
where the population and_ industrial 
growth is unprecedented. Mr. Wood 
was the principal speaker at the lunch- 
eon at which E. E. Keller, Reliance 
Life, general chairman presided at all 
sessions, 


Panel on Financing 


You can’t find a better, more complete line of self-income 
contracts than Berkshire’s three profitable “best seller” 
groups. Here, you have everything to satisfy even your most 


demanding clients’ desires for assured income in the future! 





Considerable interest was evinced in 
the morning panel on financing follow- 
ing a detailed review of the problems 
of recruiting in 1953 by Harry E. Wil- 
kinson, director of agencies in Pruden- 





BROKERS AND SURPLUS WRITERS are invited to write 
to the nearest Berkshire General Agent for FREE copies of both 
the handy pocket-size. Merchandise Chart and Portfolio which 








outline the many unusual sales opportunities, * x x tial’s western home office. Chairman for 
saan ' we on , » that session was Hugh W. Davy, Home 
ny ool ae » Life, president of San Francisco General 





Agents & Managers Assn. 
Participating in the panel were Harold 
Breakenridge, Equitable Life of 
Iowa, Oakland; Arthur D. Hemphill, 
Equitable Society, San Francisco; Em- 
mons W. Coogan, Prudential, San Jose, 
and Doyle M. Smith, Penn Mutual, 
Sacramento. They discussed methods of 
financing used in their agencies and per- 





a mitted by their companies. Paul P. 
HARTE RED 1951 ' Stewart, Phoenix Mutual, was mod- 
St ee erator. 


W. A. Lane, Metropolitan Life, Oak- 
land, was chairman of the afternoon 
session which started with a talk by 
Robert G. Wall, Jr., new San Francisco 
manager for Union Central. 

Mr. Wall said he was in the business 
eight years before he found the alter- 
native of quitting and owing the agency 
some $6,000 or going to work selling 
life insurance.” As a result he became 
a specialist in business life insurance, 
making an outstanding success with a 
record of $2,200,000 paid for in 1951. 


Business Insurance Specialist’s Job 


He advised the general agents and 
managers not to expect every agent in 
. the office to turn up with some business 
insurance. On the contrary, he said, it 
is a specialist’s job. It requires long 
hours, considerable study and sometimes 
months—so the agent should be prop- 
erly financed. He said agents must learn 
in the field; that he learned things by 
going into plants, studying them care- 
fully, discussing estate matters with the 
top executives and, he said through 
this drudging activity he learned that 
industrial plants have estate problems— 
even though some have so-called busi- 
ness life insurance. 

Mr. Wall said it is a mistake to “throw 
an agent into business insurance unless 
he is properly prepared.” This is no part- 
time job, he said. In San Francisco Mr. 
Wall said he plans to develop a battery 
of four agents who will devote their at- 
tention to this type of business, pro- 











Agency Building Topic of 
Northern Cal. Conference 


ducing large volumes and premiums, He 
plans to prepare them in the field, go 
that they can meet uninformed attorney, 
and be capable of meeting the tax con. 
ditions surrounding each case. He in. 
dicated that he has started this program 
and has already written a number of 
cases in his new territory. 


Training in 1953 


T. H. Tomlinson, superintendent of 
western agencies of Bankers Life of 
Iowa, speaking on training in 1953, re. 
viewed his company’s set program di- 
rected to developing productive habits 
which become automatic. This is done 
by a procedure which each new agent 
is required to practice until every effort 
is automatic. Mr. Tomlinson said this 
program has succeeded. He called them 
“routinized habits.” ‘Closing with the 
statement that the people are security- 
minded, he told the general agents and 
managers that they are the key men to 
meet the challenge to maintain the 
American way of life. 

Indicating that one of the most ef- 
fective means of increasing agents’ com- 
pensation is by production of more qual- 
ity business and a higher peristency 
record, Dr. A. C. Olshen, vice-president 
and medical director of West Coast 
Life, aroused considerable interest by 
this recital of his own company’s figures, 
They revealed the cost of doing low 
quality business, and of $1,000 policies 
as compared with higher average pol- 
icies, and the effect on persistency. He 
also gave the basic facts as to why 
selection of agents is increasingly im- 
portant to both company and agency 
manager. 


Persistency Means More Income 


“The ability to sell persistent busi- 
ness,” he said, “is largely an acquired 
skill, Your own characteristic and your 
sales technique have the greatest in- 
fluence on persistency and considerable 
influence on the cost of doing business. 
Improving the factors which control 
persistency means more income for you, 
your agency and your company.” 

He said also that “In talking about 
expenses, we must recognize that there 
are field expenses and home office ex- 
pense, with the former making up a 
major portion of the total. It behooves 
us to devote close attention to the other 
half of the problem—field cost. Every- 
body knows what ‘quality business’ 1s 
and why we want ‘quality business’— 
because it is profitable. However, in 
our emphasis of ‘quality business’ we 
must not by-pass our responsibility to 
provide the security needed by our lower 
income population. Also we must not 
adopt a course which will turn the new 
agent away from his natural market 
and, inevitably, from the life insurance 
business.” 

Following the conference those at- 
tending were guests of Francis V. Kees- 
ling, chairman and Harry J. Stewart, 
president of West Coast Life, at a get- 
together gathering. 


Speakers Announced for 
South Carolina Seminar 


Speakers have been lined up for the 
life insurance day seminar to be spon- 
sored Dec. 5 at Columbia by South 
Carolina Assn. of Life Underwriters. 

They are L. J. Doolin, manager © 
agencies Fidelity Mutual Life; Cecil 

Woods, president Volunteer State 
Life; Henry R. Glenn, associate gen- 
eral counsel Life Insurance Assn. of 
America; John D. Marsh, general 
agent of Lincoln National Life at Wash- 
ington, vice-president of N.A.L.U.; Earl 
M. Schwemm, manager of Great-West 
Life at Chicago, and Walter W. Smith, 
Metropolitan Life, Rutherfordton, N. C. 
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N.A.L.U. Building 
Fund Nears Goal 


The memorial building fund of Na- 
tional Assn. of Life Underwriters is 
reaching the half-way mark and Charles 
E. Cleeton, general agent for Occidental 
of California at Los Angeles, immediate 
past president of N.A.L.U. and chair- 
man of the sponsoring committee, is 
confident that the $300,000 objective will 
be subscribed by the Dec. 31 deadline 
set at the Atlantic City convention. 

The board decided then that a deci- 
sion would be taken at the midyear 
meeting next April on the location of 
the new headquarters, and a committee 
has been appointed to study proposals 
from various parts of the country. 

Fund-raising efforts are being made 
by a large number of associations during 
November to enroll 2,250 $100 contrib- 
utors as “charter builders.” 

A report listing contributions by states 
and associations will be prepared and 
distributed later in the month. 

Brochures telling the story of the 
proposed building have been released 
to all associations where campaigns 
are being staged to complete the fund 
without delay. The brochure answers 
major questions on the need and plans 
for the headquarters. 


Program for Final Session 
of L.LA.M.A. 


B. T. Holmes, vice-president and ac- 
tuary of Confederation Life, retiring 
president of Society of Actuaries, will 
be the first speaker at the final session 
of L.I.A.M.A.’s annual meeting, Nov. 
17-20, at Chicago. He will talk on home 
office-field relations. 

A panel on current problems will be 
moderated by Lewis W. S. Chapman, 
director of company relations of L.I. 
A.M.A. Participants will include C. H. 
Tookey, actuarial vice-president Occi- 
dental Life of California; E. B. Whit- 
takér, vice-president Prudential; and 
these L.I.A.M.A. staff members: Ken- 
neth L. Anderson, senior consultant; 
Burkett W. Huey, assistant director 
company relations; Brice F. McEuen, 
senior consultant; Frederic M. Peirce, 
associate director company relations. 

The final speaker will be James E. 








Eligible For Life Insurance 
Company Investment Under 
the Laws of the State of Texas 
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‘McCarthy, dean of the college of com- 


merce, University of Notre Dame. 





Protected Home Circle 
Names Parris to Ohio Post 


Protected Home Circle has appointed 
Thomas W. Parris supervisor for south- 
western Ohio, succeeding S. C. Abell, 
state manager, who has retired. 

Mr. Parris joined the society on a 
part-time basis at Youngstown in 1938, 
and became a regular in 1941 as district 
deputy there. The same year he trans- 
ferred to Warren. In 1950 his deputy- 
ship was extended to Niles. Mr. Parris 
is an army veteran. 





W. O. W. Program Praised 


“The Woodmen of the World, 400,000 
strong, take a back seat to no organiza- 
tion when it comes to doing good turns,” 
a feature article in Pathfinder magazine 
describes the Woodmen of the World 
“Fraternity in Action” program, based 
on a project carried out by the’ local 
Woodman camp at Halifax, Va. At 
this meeting in the high school audi- 
torium, an electric scoreboard, a set 
of maps and an American flag were pre- 
sented to the school and the volunteer 
fire chief was given a plaque as an 
outstanding citizen. 

The article says that in 1951 Wood- 
man chapters gave 1,587 flags to schools, 
churches and other civic organizations, 
citizen handbooks to newly naturalized 
citizens, gold medals to outstanding high 
school history students, plus such dif- 
fering items as a mirror to a community 
center and a public address system to 
a church minister. 

Recognition of the program also was 
given in two issues of the Star, published 
at the U. S. Public Health Service 
Hospital, Carville, La. 





Accent Work Shop Idea 


At a two-day meeting at Chicago of 
officers, directors and committee mem- 
bers of Insurance Accounting & Statis- 
tical Assn. plans were made for the an- 
nual conference next June. An enthusi- 
astic response by members was reported 
on the workshop sessions held at the 
Cincinnati meeting in May. Under the 
leadership of Ralph Kennon, chairman, 
and Dudley Pruitt, president, the 60 per- 
sons at the meeting agreed to increase 
the scope and extent of the workshop 
sessions. In addition, it was decided 
that panel discussions would be held 
dealing with formal papers that will 
have been sent out prior to the con- 
ference. 





Outboard, Marine & Manufacturing 
Co., Waukegan, IIl., has issued a 334% 
$5 million note, due in 1967, to the 
Mutual Life. Proceeds will be used to 
improve Outboard’s plant, machinery 
and office facilities, and to retire a $2,- 
550.000 note presently held by Mutual. 





Fidelity Union Life has moved into its 
new, 20-story home office building at 
Bryan and Bullington street, Dallas. 
The company occupies the second and 
third floors. 


The Hays general agency of New 
England Mutual Life at Los Angeles is 
now established in new quarters in the 
Statler Hotel building. 








The item in last 
week’s issue report- 
ing the appointment 
of Robert W. Reed, 
Jr., as assistant su- 
perintendent of 
agencies for the 
midwest division of 
United States Life 
at Chicago was ac- 
companied by the 
wrong picture. Here- 
with is Mr. Reed’s 
likeness. 
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Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life insurance in force exceeds $400,000,000.00 














PILOT LIFE SALUTES: 





Top Careermen 


Why are Pilot agents known for their achievements? Ask 
these men: E. K. Neville, Birmingham, and R.O. Browsing. 
Burlington, N._C., in 1951 turned in 100 per cent records 
in persistency for a two year period and thee became the 
year's top members of the Pilot Careerman Club, the Com- 


pany’s highest quality club. 


Pilot Life Insemance Company 
PILOT TO PROTECTION SINCE 1903 
0. F. STAFFORD, President GREENSBORO, WN. C. 
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What the Hancock Advertising Portends 


The type of hard-hitting, realistic ad- 
vertising copy that John Hancock is 
using in 10 representative cities 
holds plenty of interest for other com- 
panies besides the Hancock. While re- 
maining entirely within the bounds of 
good taste, this advertising puts the 
problem of insufficient insurance protec- 
tion right in the reader’s lap. If he finds 
himself squirming, it’s not the adver- 
tising’s fault but the fact that he is 
having to think like an ant instead of 
like a grasshopper. 

The campaign is running in four 
Pennsylvania cities: Allentown, Easton, 
Erie and Wilkes-Barre, and in Cleve- 
land, Springfield, Mass., Utica, N. Y.; 
Sioux City, Ia., and Seattle and Tacoma, 
Wash. 

Though using bold headlines and 
blunt language, the advertisements avoid 
making the uninsured reader feei that he 
personally is being singled out as 
recreant to his duty. Rather, the em- 
phasis is on what inflation has done to 
life insurance protection programs. Nev- 
ertheless, now that he has been alerted 
to his dangerous situation the reader who 
needs insurance has no excuse if he 
doesn’t do something about it. 

It is still too early to say what effect 
the advertising is having on sales in the 
cities where it is being used. But agents’ 
efforts are being tied in with the cam- 
paign and the results, when the returns 


are in, should be absorbing reading not 
only for the Hancock’s home‘office and 
field people but for those of any com- 
pany that is interested in boosting sales 
—and that includes just about every 
company. 

It is always a problem in advertising 
just how far to go in being frank, even 
alarmist, with readers without irritating 
them to the point where the advertising 
does more harm to its product than 
good. Incidentally, judging from some 
of the cigarette advertising, you can go 
pretty far. 

While remaining well within the con- 
fines of good taste, the Hancock’s adver- 
tising series is a long step from what 
is generally referred to as “institutional” 
advertising. It brings the reader face to 
face with his family protection situation 
and produces an emotional reaction, not 
just a mental one. 

‘If the Hancock’s results from its 
advertising indicate that the “hard-hit- 
ting” type of copy can be used to better 
advantage than had previously been 
thought, it will be important for the life 
insurance business. Nobody should feel 
that such advertising is high-pressure, 
for after all, when advertisers are scaring 
the wits out of everybody about every- 
thing from B.O. to inability to dance the 
samba, certainly life insurance has a 
right to be a little serious about some- 
thing that really is serious. 











W. C. Safford, vice-president of West- 
ern & Southern Life, is recuperating at 
his home following a minor operation. 
He is expected back at his desk next 
week. 

Dudley Dowell, vice-president of New 
York Life, has been appointed co-chair- 
man for the business men’s committee 
of the 1953 finance campaign for the 
New York City councils, Boy Scouts of 
America. Walter Weissinger also a New 
York Life vice-president, is chairman of 
the insurance division. 

C. W. Van Beyaum, head of the ad- 
vertising and publicity departments of 
Travelers, was an easy winner in his 
race for the Connecticut legislature in 
the election Tuesday. 

Alexander F. Gillis, general agent at 
Newark of Provident Mutual Life for 
more than 30 years, is seriously ill with 
a heart attack in the West Hudson Hos- 
pital, at Arlington, N. J. 

David B. Fluegelman, president of 
National Assn. of Life Underwriters, 
will be guest of honor at a luncheon 
Nov. 21 of the life insurance division 
of New York City Federation of Jewish 
Philanthropies. 

Jesse W. Randall, president of Trav- 
elers, has been chosen an “outstanding 
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boss” by the Greater Hartford Junior 
Chamber of Commerce, along with 
Alfred C. Fuller, chairman of Fuller 
Brush Co. The Chamber of Commerce 
president said Mr. Randall and Mr. 
Fuller were chosen because of their 
‘business policies of advancing young 
men to positions of responsibility and 
for their support of the chamber’s pro- 
gram. 


Joseph E. Garland, Farmville, Va., 
recently observed his 40th anniversary 
as a general agent of Pacific Mutual 
Life. In 1912, Mr. Garland and the late 
E. Scott Martin founded the organiza- 
tion that later grew to be one of the 
company’s largest general agencies. 
Since the death of Mr. Martin in 1934, 
Mr. Garland has been head of the or- 
ganization. In addition to his insurance 
service for four decades, Mr. Garland 
has been prominent in business, social 
and philanthropic activities. 


Robert E. Slater, controller of John 
Hancock, and Ralph E. Brown, Jr., 
assistant vice-president of New York 
Life, are members of the advanced 
management program now in session at 
the graduate school of business ad- 
ministration, Harvard University. They 
will be there through Dec. 5. 


Editor: Robert B. Mitchell 

Associate Editors: Richard J. Thain, Charles 
C. Clarke and F. A. Post. 

Assistant Editors: Ellsworth A. Cordesman 
and Donald F. Johnson. 


MINNIE LAMOTTE ADAMS, who 
died at the age of 83, was the mother 
of Claris Adams, president of Ohio 
State Life. 

GEORGE PARROT WILLIAMS, 
91, reitred assistant secretary of Pru- 
dential, died. A resident of New York 
City, he worked for Prudential for about 
50 years, retiring in 1929. 


CARROLL S. CADWELL, super- 
intendent of tabulating of Minnesota 
Mutual Life, died. Mr. Cadwell joined 
the company in 1922, and was first with 
the actuarial department. 

MAYO ADAMS SHATTUCK, 54, 
widely known in the life insurance busi- 
ness as an authority and lecturer on 
trust and estate matters, died at his 
home in Hingham, Mass., after a long 
illness. He had served as president of 
the Massachusetts Bar Assn. and was 
of the leaders in the eastern division 
of the Republican Post-War Policy 
Assn. 

MARTIN L. CANNON, 67, retired tex- 
tile manufacturer and a member of the 
board of Jefferson Standard Life since 
1949, died in Memorial hospital, New 
York City, following surgery. 

JOHN S. DAVIS, district manager for 


Atlantic Coast Life at Georgetown, S. C., 
until his retirement in 1948, died there. 








IBM Machine Is Applied 
to Insurance in Force File 


The IBM electronic statistical ma- 
chine has been applied to the main- 
tenance of life insurance in force files. 
A very high percentage of the total 
cost of this operation is spent in “file 
maintenance.” 

The machine combines in one unit 
the functions of sorting, counting, ac- 
cumulating, balancing, editing and print- 
ing of information. It distributes unit 
counts into as many as 60 different 
classifications at a high rate of speed 
and sorts basic data at 450 cards a 
minute to provide cross classifications. 

The machine makes possible numer- 
ical filing, permitting changes to be 
directed immediately to the master file, 
eliminating references to other files to 
locate cards requiring changes. This 
simplifies location of cards and, at the 
same time, permits changes closer to 
the billing date. During this machine 
processing, files are checked continu- 
ously for sequence, eliminating mis- 
filing which often occurs under a manual 
system. As the machine selects the pre- 
mium cards and checks the sequence, 
it also accumulates a control total for 
the current month’s billings. 

Where a premium control file has 
been established, an even closer con- 
trol is possible by searching the file 
daily for “howpayables” of the current 
month. Selected cards are then sum- 
marized to adjust the previous control 
figures. 

The customary method of filing by 
anniversary month by “howpayable,” in 
policy number sequence also is facili- 
tated. Cards can be selected for pre- 
mium or commission changes, or both, 
before they are reproduced for billing 
purposes. Simultaneously, the groups of 
cards are checked for sequence, mode 
of payment, and agency. 

In the industrial field, the machine 
facilitates the sequence checking and 
balancing of the debit file. 
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Teletype CG-654 (at 


Stiff Competition 
for Salesmen May 
Grow Even Stiffer 


The problems of recruiting and holg. 
ing good agents may seem difficult now 
but competition for such men promise, 
to be far tougher in the not so distant 
future. The tremendous productiy 
capacity of American industry and th 
problem of finding enough able sales. 
men to merchandise it when defenge 
needs have slacked off are at the root 
of the trouble. 

This competition for salesmen 
well begin to be felt considerably jn 
advance of the actual release of any 
substantial additional part of the coup. 
try’s industrial capacity gets back to 
a peacetime basis. Employers are ah 
ready aware of what faces them when 
war orders are cut back — and that 
could happen almost overnight. With 
most other lines, as with life insurance 
it takes time to recruit salesmen and 
train them to the point where they are 
effective. 


Dartnell Survey 


The shortage of trained salesmen that 
industry faces is described by the Dart- 
nell Corp. of Chicago, which has com- 
pleted a research study on selling. Dart- 
nell found that in today’s labor mar- 
ket there is a severe shortage of men 
who are even good enough to be worth 
training as salesmen. Much of this Dart- 
nell ascribed to poor public relations 
in selling the idea of being a salesman, 
Some executives feel that too many who 
apply for sales jobs do so only as a last 
resort. 

Life company agency executives may 


be interested to see how closely the ex- | 


ecutives answering the questionnaires 
match the life insurance experience in 
sources of recruits most often men- 
tioned. They rank in this order: Recom- 
mendations of salesmen, promotion 
from within, newspaper advertising, un- 
solicited applications, educational insti- 
tutions, personal contacts of the sales 
executive, employment agencies, and 
trade journals and magazines. 

However, when tabulated according 
to effectiveness, here was the ranking: 
Newspaper advertising, recommenda- 
tions of salesmen, promotion from with- 
in, educational institutions, personal 
contacts of sales executive, employ- 
ment agencies, unsolicited applications, 
and trade journals and magazines. 

Of the 75 companies answering the 
questionnaire, 44% said they don’t hire 
competitor’s salesmen; 28% report un- 
satisfactory results from doing so, and 
25% note satisfactory results. 





Three Social Security Bills 

The three new bills to liberalize social 
security introduced by Senator 
Humphrey, (Minn.) would: 

Increase to $100 per month the amount 
which old-age and survivors insurance 
beneficiaries could earn in covered em- 
ployment without forfeiting benefits. 

Make it possible for employes of col- 
leges and universities to be covered un- 
der OASI. 

Increase by $5 per month the federal 
contribution to the states for aid to the 
permanently and totally disabled, the 
blind and old-age assistance benefici- 
aries. ‘ 


Howard J. Burridge, President. 

Louis H. Martin, Vice-Pres, & Secretary. 
John Z. Herschede, Treasurer. 

420 B. Fourth St., Cincinnati 2, Ohio. 





eg Hurt Bidg., Tel. Walnut 


9801. Cari Weatherly, Jr., Southeastern 
Manager. 
BOSTON ii, MASS.—216 Lincoln St., Tel. 


Liberty 2-1402. Wm. A. Scanlon, Vice-Pres. 
CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. BE. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 
CINCINNAS 2, OHIO—420 BD. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 


Associate Man- 


Director; Geor; 
News Editor; 


4g C. Roeding, 
ager; George Wohlgemuth, 
Roy Rosenquist, Statistician. 
DALLAS 1, TEXAS—708 Employers Insurance 
Bidg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DES MOINES 12, FOWA—3333 Grand Avenue, 
Tel. 7-4677. R. J. Chapman, Resident Manager. 
DETROIT 26, MICH.—1102 Lafayette Bidg., 
Tel. Woodward 3-2826. A. J. Edwards, Resident 


Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bidg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 6417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 38-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 56-3706. E. H. 
Fredrikson, Resident Manager. 

PITTSBURGH 22, PA.—503 Columbia Bldg. 
Tel, Court 1-2494. Jack Verde Stroup, if 
dent Manager. 
SAN FRANCISCO 4, CAL.—507 Flatiron Bidg., 
Tel. Exbrook 2-3054. F. W. Bland, Pacific 
Coast Manager. 
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~ OBSERVATIONS 


New England's "Ads" Featured 


The last issue of Sales Management 
devotes a page to telling the story of 
New England Mutual’s “ads,” “What 
Is a Boy?” and “What Is a Girl?” The 
article says New England Mutual got 
jmmense publicity value out of these 

ys written by Alan Beck for the 
Pilot’s Log, New England Mutual em- 
ye paper. Reprintings of these essays 
will soon pass the 100 million mark. 





fortune Readers Insurance 


The average income of a subscriber to 
Fortune is $17,350. The average life 
jnsurance owned by these subscribers 
js $35,860. Each also has an average of 
$63,545 in securities. These figures were 

lished in the November issue of 
Fortune and are based upon the returns 
received as a result of sending out 
10,000 questionnaires to subscribers. 


High Pay Means Low Cost 


Many companies can cut expenses 
by paying higher salaries, members of 
the American Finance Conference were 
told at their annual convention at Chi- 


0. 
4 A. Thompsen, executive vice- 
president of Securities Acceptance Corp. 
Qmaha, Neb., pointed out that “al- 
though salary cost is no doubt the 
largest single item of expense, control 
of such expense does not mean that it 
is necessary to pay salaries below the 
going rate. 

“In our operations,” Mr. Thompsen 
said, “we have found that we save 
money by paying higher salaries because 
by so doing we attract more competent 
personnel.” 

There are better ways to cut salary 
expense than paying low wages, he 
opined. Among these are such points 
as consolidating departments to elim- 
inate detail; training personnel to 
handle assignments quickly and ac- 
curately, since untrained personnel “is 
very expensive and reflects in your 
overall salary expense”; and anticipat- 
ing personnel requirements “far enough 
in advance so you will have trained per- 
sonnel available when needed.” 

He urged a constant study of tax 
laws to be made by a company in order 
to hold tax to the lowest possible 
amount, and that all major transactions 
be considered “with one eye focused 
directly on the tax laws.” 








Seattle managers viewed the film, “The 
Bettger Story,” at the November meet- 
in, 


g. 


Profit Opportunities 
of Over-Age Risks 
Told by Forsythe 


The A. & H. companies are over- 
looking a profitable opportunity when 
they fail to extend hospitalization and 
surgical expense coverage to so-called 
over-age risks, E. B. Forsythe, vice- 
president of Illinois Mutual Casualty, 
told the underwriting forum of H. & A. 
Underwriters Conference at Cincinnati. 

“The social planners of our federal 
government have used this segment of 
our populace to promulgate their 
theories of government compulsory dis- 
ability insurance, prepaid hospitalization, 
surgical and medical care and socialized 
medicine,” Mr. Forsythe said, adding 
there is no reason why private insur- 
ance companies cannot underwrite these 
risks as well as any other risks.” 

The over-age risks are those in the 
age brackets of 65 to 80 years. Most 
claims on a female risk are between 
the ages of 40 to 55, he commented, 
at a time when the insured has no 
trouble in getting coverage at stand- 
ard rates on an underwriting basis. 
Surgical procedures on older persons 
are not as numerous as in younger 
risks. Hospitalization, he opined, will 
not be of any greater frequency, al- 
though the length of stay will be long- 
er. “Then why not charge an increased 
premium to offset the longer stay? 
Require surgery to be added at a regular 
premium, thereby giving added pro- 
tection when needed, but such added 
protection will not be used as often as 
it will be in the in between ages.” 

Loss of income insurance on older 
persons is not much of a problem, par- 
ticularly beyond the age of 70, he said, 
because these people are retired from 
active productivity. Underwriting medi- 
cal payment expense on this type of 
risk is somewhat of a problem in that 
they require more medical attention 
and more doctors’ calls. What is needed 
is an adequate premium with perhaps 
a longer waiting period on first calls. 

Illinois Mutual Casualty writes hos- 
pitalization and surgical to age 74 with 
no renewal age limit. There is a 50% 
increase in hospital premium from ages 
66 to 74 and surgery is required to be 
added at the regular premium. Mr. For- 
sythe said that although the company 
keeps no separate experience on these 
risks, “we cannot see that it has af- 
fected our loss ratio in the least.” 

Mr. Forsythe related the underwrit- 
ing practices of some 100 companies as 
to over-age risks, based on a survey 
he made. 


The age limits for writing accident 
with a great majority of the com- 
panies are 60-64, or 65-69. For A. & H. 
the figures are five years lower, but 
with hospitalization there are many 
companies insuring to age 80. In the 
late 50’s and early 60’s, the companies 
begin to charge an extra premium for 
accident coverage, while for A. & H 
the extra charge comes in the 50's. 
For hospitalization and surgery, the 
companies making an increased charge 
put it on in the 60’s. Forty-two com- 
panies questioned make no increase in 
premium for accident; 72 companies 
replied that they do not increase the 
premium after the policy has been is- 
sued when the policyholder attains a 
certain age. 

Thirty companies said they reduce 
benefits under a policy after an in- 
dividual attains a certain age, while 55 
do not. Only 16 companies keep a 
separate record of experience on Over- 
age risks, 71 not doing so. 

Mr. Forsythe reported that several 
comments were made on the ques- 
tionnaire indicating that the companies 
had not had sufficient experience in writ- 
ing this type of business and are study- 
ing it. They were getting into the field 
and within three or five years will have 
something worthwhile to report. A few 
companies indicated they are discourag- 
ing writing over-age risks, while others 
indicated from present observation and 
studying the claims presented, it does 
not look as though experience will be 
bad, the indications being that there is a 
“great possibility of this being a profit.” 








Receiving New England Mutual’s award 
from Financial World Magazine for the 
best 1951 annual report of the life insur- 
ance industry, David W. Tibbott, director 
of adveritsing, left accepts congratulations 
of Wesson Smith, executive vice-president 
of the magazine. 








4 GOOD BUY 
For your prospects 


A GOOD SALE 
For you 


Our popular Modified Five is an 
attractive life contract for up- 
and-coming young family men. 


Buyers have the advantage ot 
low premiums for 5 years and 
the contract guarantees con- 
tinuous protection after 5 years 
at whole life rates lower than 
attained-age rates. Conversion 
privilege within 5 years. 


The plan pays writing agents 
full commissions on entire Ist 
and 6th year premiums, in 
addition to usual renewals. 
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The Manufacturers Life’s ‘“‘Double Protection to age 65” Plan 
is an ideal plan for the young family man during the years when his 
Life Insurance protection needs are at a maximum. 


% Minimum Policy gives $5,000 initial protection to age 65; 
$2,500 protection thereafter. 


% Level premium—substantially less than for $5,000 Whole Life. 


% Non-participating 


CONTACT ONE OF THESE BRANCHES FOR MORE INFORMATION 


Baltimore Detroit Los Angeles Portland 
Chicago Hartford Newark Saginaw 
Cincinnati Honolulu Philadelphia San Francisco 
Cleveland Lansing Pittsburgh Seattle 


Also licensed in the Dist. of Columbia, Arizona, Delaware, Idaho and Virginia. 


YOUR OWN COMPANY FIRST... THEN 


THE 


MANUFACTURERS 
INSURANCE Bias COMPANY 























GUARDING A WAY OF LIFE 


Even though our contribution is small compared with 
the life insurance industry as a whole, we are proud of the 
part we have been permitted to play in guarding a way of 
life for thousands of American families. 


Life insurance is a free institution. It continually re- 
futes the idea that individuals cannot provide for them- 
selves. To that extent, it is building self-reliance in the 
individual, a characteristic basic to the free American 
way of life. 


ATLANTIC LIFE 
INSURANCE COMPANY 


Established 1900 Richmond, Virginia 























NEWS OF LIFE 





Wisconsin Assn. Slates Two 
Regional Sales Congresses 


A regional sales congress at Green 
Bay Nov. 8 and another at La Crosse 
have been announced by Wisconsin Assn. 
of Life Underwriters, in cooperation 
with the local associations. 

Speakers at Green Bay will include 
Arthur H. Neuhaus, Bankers Life, presi- 
dent Milwaukee association; R. O. 
Schwarz, Manitowoc attorney; W. H. 
Froehlich and Dale B. Potts, Occidental 
Life of California, Milwaukee; Paul A. 
Parker, agency director of Old Line 
Life, and Harold F. Bowes, manager 
Phoenix Mutual, Milwaukee. 

The following week at La Crosse, the 
main speakers will be A. Jack Nuss- 
baum, Massachusetts Mutual, Milwau- 
kee, N.A.L.U. trustee, on “Business In- 
surance”; Charles B. McCaffrey, assist- 
ant director of agencies of Northwestern 
Mutual, “Estate Planning,” and Charles 
E. Petillon, North American Life & 
Casualty, Minneapolis, “Motivation.” 

Several of the local associations in both 
areas will dispense with their regular 
November meetings and have their mem- 
bers attend one of the sales congresses 
instead. 


Plan California Meeting 


California Assn. of Life Underwriters 
will hold its midyear meeting at Fresno, 
Dec. 12-13. 

Herbert Schilbe, manager for Pru- 
dential at Fresno, will be general chair- 
man. 


Set Kansas Round Table 


Kansas Leaders Round Table will 
hold its annual meeting at Wichita Nov. 
21. Charles Colby of New England 
Mutual, Wichita, is chairman. The 
state general agents and managers as- 
sociation will meet there at the same 
time. 





End Tennessee Institute 


Discussion on business life insurance 
and estate planning dominated the an- 
nual life insurance institute, sponsored 
by Tennessee Assn. of Life Under- 
writers and University of Tennessee. 
More than 200 producers attended the 
two-day gathering. Principal speakers 
were E. H. White of R. & R. Service, 
Indianapolis, and J. H. Hardy, Chatta- 
nooga public accountant. 


Indiana Midyear Is Nov. 15 


The midyear meeting of Indiana Assn. 
of Life Underwriters will be held at 
Indianapolis Nov. 15. 

The meeting-is planned as a wokshop 
devoted to a reconsideration of associa- 
tion objectives and activities. 


Plan for Ohio Meeting 


Nearly 50 attended the quarterly meet- 
ing of the trustees of Ohio Assn. of Life 
Underwriters at Columbus Friday. Plans 
are being made for the annual conven- 
tion at Canton May 14-16.- There will. 
be three speakers in the morning, a 
luncheon speaker and a dinner speaker. 
Chairman Robert F. Horn, Ohio. State 
Life, Mansfield, announced that caravan 
sessions will be held by the 21 associa- 
tions in the state this year. A women’s 
group is being organized in the associa- 
tion with Mrs. Lucille J. Means of Co- 
lumbus as chairman. 











200 at Galveston Congress 


A program of four top speakers drew 
an attendance of more than 200 at the 
annual sales congress sponsored by Gal- 
veston (Tex.) Assn. of Life Under- 
writers. 

Myron E. Dean, senior consultant of 
L.I.A.M.A., talked on “And Now in 
Closing”; C. H. Berson, assistant vice- 
president of National Life & Accident, 
discussed “Stepping Stones to Successful 


-agent for Ohio National Life at New 


“vice-president; 


ASSOCIATIONS 


Selling”; W. O. Gore, training direct, 
of Texas Prudential, spoke on “J; 
Insurance and Social Security (. 
ordination,” and J. C. Bullion, Hirede 
of agencies American National, tg 
on “The Combination Underwriter* 
The speakers were followed by pai 
discussions, and Frank Simmen, Grey 
Southern Life, association President 
presided. 





Hold Mo. Sales Congress 


The state sales congress of Missoy 
Assn. of Life Underwriters is being 
held Nov. 7-8 at Columbia, with Wy. 
liam E. King, manager of Fidelity My. 
tual Life at St. Louis, president, Die. 
siding. 

Speakers are James E. Krause, a. 
sistant manager of Metropolitan Lif. 
at Cincinnati; A. Jack Nussbaum, 
Massachusetts Mutual Life, Milwa 
and an N.A.L.U. trustee; William B 
North, northern Illinois manager o 
New York Life, Chicago, and Francis 
L. Merritt, vice-president of Centra 
Life of Iowa. 


No. Cal. Congress Set 


The northern California sales ¢op. 
gress, sponsored each year by San 
Francisco Life Underwriters Assn, with 
all of the locals in the northern section 
of the state participating, has been se 
for Jan. 15 at San Francisco. 





Marinette, Wis. — The opening fal] 
meeting of the Northern Wisconsin-Up. 
per Michigan association was held here, 
with wives of members guests at the 
dinner. Howard Bigger, Menominee, 
Mich., president, presented Frank §alp, 
Stephenson, Mich., and Richard Lund 
gren, Marinette, Life Insurance Leaders 
certificates. 

Leonard Simon, Marinette banker, 
spoke on banking and its relation to life 
insurance. 

Cedar Rapids, Ia.—The association has 
established an L.U.T.C. course. Roy E. 
Taylor is educational chairman. - 


Salina, Kan.—Grant Hoener, New York 
Life, Great Bend, 3rd vice-president of 
the state association, spoke on “Sound 
Selling Expands the Market”. Mina 
Hensley of Franklin Life, national chair- 
man of W.Q.M.D.R.T., received a life 
membership certificate to that body, 
L.U.T.C. has been resumed. 

Youngstown, O. — Foster L. O'Neill, 
manager for Mutual Life, discussed “Do 
Nothing — Be Nothing” at the October 
meeting of the East Liverpool associa- 
tion. 

Dallas — Newman Long, manager for 
Great-West Life, has been appointed na- 
tional committeeman, and Hyram Strong, 
district manager for Prudential, has been 
named to the board. . ( 

Kilgore, Tex.—J.Carlton Smith, - 
cational director of Southwestern , 
spoke at the October meeting of the @il 
Belt association. 3 

Sandusky, 0.—Virgil M. Fogle, gener 









addressed the North Central Ohio 
ciation on “Life Insurance As Property. 
Madison, Wis.—John C. Zimdars, Né 
England Mutual, has been elected pregi- 
dent to succeed Ray J. Dean, Bani 
Life; Joseph P. Betkers, Old Line y 
Albert J. Bunker, Pru- 
dential, secretary, and John W. Freemap 
Penn Mutual, treasurer. a 
Oshkosh, Wis.—The Fox River Val 
association is sponsoring an L.U.T&. 
course at the Oshkosh vocational schodl. 
The beginners’ course will be taught 
A. L. Senderhauf, associate director of 
agencies of Wisconsin National Life. | 
Elkhart, Ind.—Gerald O. Kelver, mai- 
ager of the local social security office, 
discussed “The Revised Social Security 





Program” before the Elkhart County 
association. rm 
Utiea, N. ¥.—Frank Wenner, genetal 


agent for Connecticut Mutual since 1938, 
was given a testimonial dinner. He was 
presented a traveling bag and scroll in 
tribute to his 30 years in life insurance, 
the presentation being made by Howard 
Wiley, general agent of Massachusetts 
Mutual. 

Fred O. Lyter, superintendent of agen- 
cies of Connecticut Mutual, spoke on Mr. 
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wenner’s association with the company 
and the program of its local agency. 

Chicagzo—A. special audience participa- 
tion clinic will be held Nov. 20. In add- 
tion, Ward Phelps, assistant superin- 
tendent of agencies of Mutual Life, will 
talk on “The Power that Has Made Us.” 

Albuquerque, N. M.—Howard L. Cundy, 
eneral agent of Northwestern Mutual 
Life, is instructor of the L.U.T.C. course 

yen at University of New Mexico and 
which has an enrollment of 25 agents. 

st, Louis—“Treasures in Business Life 

insurance” will be the subject of Samuel 
L Zeigen, general agent at Provident 
yutual Life at New York City, who is 
the speaker for the Nov. 19 luncheon 
meeting. 

Wilkes-Barre, Pa.—John H. Livingston, 
assistant trust officer of Miners National 
Bank, spoke on “Estate Planning.” 

seranton, Pa.—1L.U.T.C. courses have 
begun at University of Scranton, with 
W. J. Prestlock, district manager of Jef- 
ferson Standard Life, in charge. Instruc- 
tor for the first year course is Thomas 
R-Davies, assistant manager of Metro- 
politan Life, and for the second-year 
course, Glenn R. Letterman, life insur- 
ance consultant. 


__ ACCIDENT 


Follmann Is Chairman of 
N. Y. A. & H. Advisory Board 


Joseph F. Follmann, Jr., manager of 
the Bureau of A. & H. Underwriters, 
was elected chairman of the advisory 
board on A. & H. examinations of New 
York state at its recent meeting. J. F. 
Lydon, manager of the A. & H. de- 
partment of Ocean Accident, was elect- 
ed vice-chairman, and Elizabeth Slawsky 
of the New York department, secre- 


tary. 

The board discussed a Handbook of 
A. & H. which has been prepared by 
the board and published by the National 
Underwriter Co. 

Earl R. Trangmar, administrative 
assistant of Metropolitan Life and man- 
ager of the board, and Frank Curran of 
Loyalty group emphasized the ever 
growing need of insurers writing 
A. & H. to make use of the handbook 
in preparing prospective agents for the 
license examinations in New York. 

Walter F. Brooks, deputy superin- 
tendent of insurance of New York, dis- 
cussed the need of companies and gen- 
eral agents giving greater attention to 
the preparation of applicants for agency 
licenses in this field. Mr. Follmann 
noted the losses suffered by the com- 
panies and general agents when they 
submit the names of persons not prop- 
ely trained as license applicants. He 
suggested that all companies writing 
A. & H. in the U. S. should make great- 
er use of the handbook because of the 
valuable information that it contains. 
A proper study of its contents will lead 
to more successful passing of examina- 
any in New York and elsewhere, he 
said. 
Mr. Brooks said he would be very 
happy to furnish companies and gen- 
al agents with statistics to help them 
analyze examination results. 


Hear Hospital Official 


Alvin T. Sutherland, collection man- 
ager of Madison General Hospital, spoke 
at a luncheon- meeting of Madison 
(Wis.) A. & H. Assn. Various aspects 
of hospital operations and the value of 
hospital coverage were discussed. 




















Hold N. W. Wis. Congress 


Northwest Wisconsin A. & H. Under- 
writers Assn. held its fall meeting and 
sales congress at Eau Claire. Gibson 
Wright, Continental Casualty, president, 
was chairman and spoke on “A. & H. 
and Its Importance Today.” Carl By- 
lander, Washington National, vice-presi- 
dent, discussed association activities. 
guest speakers Carl Ernst, North 
erican Life & Casualty, St. Paul, 
Past president of the International asso- 
“lation, gave his talk, “The 3-Ss in Sell- 
ing," and A. M. Hanson, Washington 





National, Evanston, IIl., discussed 
“Prospecting.” Agents from La Crosse, 
Chippewa Falls and Wausau also at- 
tended. 


Hike Wis. Blue Cross Rates 


Rates of Associated Hospital Services 
of Wisconsin (Blue Cross) will be in- 
creased 25% Jan. 1. The higher rates 
will be put in for all types of Blue Cross 
plans. 

The Blue Cross said that it paid for 
treatment of 393.7 cases out of each 
1,000 subscribers in the first quarter of 
1952, an increase of 37.5 cases over ‘the 
same period last year. Hospital 
payments totaled $6,697,937 in the first 





‘eight months of 1952, up $1,566,439 from 


1951. 

Rates for the comprehensive group 
subscribers will increase from $1.40 to 
$1.80 for individuals; from $3.80 to $4.80 
for families, from $2.80 to $3.60 in a 
military plan. 





. 


Arrange Ind. Sales Forum 


A sales forum on prospecting will be 
held Nov. 10 by Indiana Assn. of A. & 
H. Underwriters at Indianapolis. 

Joe Whittington, general agent, Mon- 
arch Life, Indianapolis, will discuss pros- 
pecting in the professional and business 
men’s field; W. A. Helms, Monarch Life, 
Anderson, will assist Whittington. Pros- 
pecting for wholesale and group will be 
considered by Spafford Orwig, Orwig 
agency, Indianapolis, and Robert Garrett 
of the same agency, Lafayette. Alden 
Palmer, Insurance R. R., will sum- 
marize the talks. 


Sales Talk at Milwaukee 


Glen B. Elliott, sales manager of Gay- 
lord ‘Container Co., talked on ‘Who’s 
Selling Who” at the Nov. 6 meeting of 
A. & H. Underwriters of Milwaukee. 








Members Give Sales Ideas 


At the Nov. 3 meeting of Pittsburgh 
Assn. of A. & H. Underwriters a num- 
ber of the members gave brief sales 
ideas at a round table session. 


Claim Men to Hear Bernhard 


Frederick T. Bernhard, Home Life, 
president of International Claim Assn., 
will address the Nov. 12 meeting of Chi- 
cago Claim Assn. He will outline the 
activities of International Claim Assn. 


Seeks to Take Over Mid-West 


The Indiana department has filed suit 
in Dearborn county circuit court~ for 
control of Mid-West Ins. Co., an Indi- 
ana “charter” company. The department 
reports that in 18 months it has received 
more than 100 complaints against the 
company concerning non-payment of 
claims. 











Va. Blue Cross Liberalization 


Virginia corporation commission has 
approved the liberalization of the con- 
tract of Virginia Medical Service (Blue 
Shield). Without increasng rates, Blue 
Shield now pays for hospital and medical 
benefits after the patient has been con- 
fined for 24 hours instead of four days. 
Surgery benefits are broadened to in- 
clude surgery performed in a surgeon’s 
office as well as that done in the hospi- 
tal. The contract now provides for treat- 
ment of children as soon as they are 
born instead of after the age of one 
month. Payment provisions for diagnos- 
tic x-rays under orders of physicians 
have been liberalized. 


New Biloxi District Office 

Commissioner Davis was principal 
speaker at a banquet following an open 
house at American National’s new 
agency at Biloxi, Miss. 

In addition to Frank Barhanovich, 
manager, home office officials on hand 
included Mike Furbush and O. M. Curb, 
assistant vice-presidents; Leo Sexton, 
agency director; Harry Pfleug, train- 
ing supervisor, and Walter Howard, 
regional supervisor. 


























Cetlers ito «>. 


AS a leader in the non-cancellable 
disability field, we invite comparisons of 
benefits . . . of premiums . .. of service. 
But we especially welcome your atten- 
tion to the manner in which we treat the 


policyholder. 


THE Ful Rovere Life 
INSURANCE J COMPANY 


MASSACHUSETTS 
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Frank L. Harrington. ........-.--eeeeeeeeeeees President 
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Three Years 
Professional Training 


PROGRAM 
PLUS 

YOU 

ADD UP 

T0 
PRESTIGE 
AND 
PROFITS 


Two Year Salary Plan 


Business, Personal, and 
Wholesale Life, Pension 
Trusts 


Accident, Sickness, 
Hospitalization for 
Individuals and special 

. Unit Plans for Small 
Business Concerns. 


EXCELLENT TERR/TORY 
FOR EXPANSION 





OUR BUILDERS OF MEN PLAN HELPS OUR MEN SUCCEED 


GEORGE L. HAMLIN, ¢.L.U. 
AGENCY VICE PRESIDEN? 


RALPH E. KIPLINGER 
PRESIDENT 


1952 — OUR SECOND HALF CENTURY 


GUARANTEE MUTUAL. 
LIFE COMPANY . 
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ince 1901 Omaha, Nebraskor 














THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS... 


@ Modern and attractive agent's and general agent's contracts to those looking 
@ permanent connection. 


e@ Com line of Life Insurance policy contracts from birth to age 65 with full 
death benefit from age 0 on juvenile policy contracts. 


©@ Complete line of Accident and Health policy contracts with lifetime benefits. 
@ Individual Family Hespitalization contracts with surgical, medical and nurse 
benefits. 


@ Complete substandard facilities. 
@ Educational program for fieldman. 
Strong, Progressive Company 
Older than 85%, of all legal reserve life 
insurance companies 
COMPANY'S EXPANSION PROGRAM OFFERS 


epertoge in California, Illinois, Indiana, Kansas, Michigan, Minnesota, 
issouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 

C. G. ASHBROOK, EXECUTIVE VICE PRESIDENT 

AMERICAN BUILDING, CHICAGO 3, 


NORTH ILLINOIS 




















LIFE AGENCY CHANGES 








Mueller New Indianapolis 
Chief of Provident Mutual 


Provident Mutual 
Life has appointed 
Richard M. Mueller 
manager at Indian- 
apolis. He will suc- 
ceed Wendell Bar- 
rett who will de- 
vote full time to 
personal produc- 
tion. 

Mr. Mueller has 
been in life insur- 
ance for a number 
of years, most re- 
cently with Pru- 
dential. 





R. M. Mueller 





- Noonan Wyo. General Agent 


Continental Assurance has appointed 
Donald J. Noonan of Casper as its first 
general agent in Wyoming, which it 
has just entered. 

Mr. Noonan is the current president 
of Wyoming Assn. of Life Underwriters 
and a national quality award winner. Be- 
fore going with Continental, he was 
field assistant of Equitable Society. He 
will concentrate his initial efforts in 
the Casper-Cheyenne areas. 


Name Fleisher at Cleveland 


Henry C. Fleisher has been appointed 
assistant general agent of the E, Clare 
Weber general agency of New England 
Mutual at Cleveland. Mr. Fleisher has 
been with the agency since 1936. 








Home Life, Pa., Changes 


Home Life of Philadelphia has pro- 
moted four field managers to district 
managers and has transferred four 
district managers. 

New district managers in Pennsyl- 
vania are Andrew Davidyock, Lans- 
ford; C. S. Richardson, Easton, and 
Anthony J. Budash, Carbondale. John 
= oo is manager of Wilmington, 

el. 

Transferred to new Pennsylvania of- 
fices are Andrew J. Kerrick, Allen- 
town; George J. Rondish, Reading; C. 
C. Sharkey, Wilkes-Barre, and John 
M. Cressman, Bethlehem. 





Beers Heads New Agency 


Guardian Life has appointed William 
W. Beers manager of a new agency at 
White Plains, N. Y. 

Mr. Beers, a C.L.U., has been produc- 
tion manager of the Nashem agency of 
Mutual Benefit Life at New York City 
since 1948. Before that he was an agent 
and assistant general agent in the New 
England Mutual agency at Rochester, 
N. Y., headed by his father, W. H. Beers, 
now retired. 


U. S. Life Names Gallagher 


United States Life has named John J. 
Gallagher general agent at Silver Spring, 
Md. He was formerly a supervisor for 
Pacific Mutual Life. Mr. Gallagher en- 
tered the business with John Hancock. 
He is a navy air veteran. 








Boston Mutual Changes 


Boston Mutual Life has made the fol- 
lowing changes and promotions in its 
district management staff: 

John J. Quinn, manager at Salem 
since 1936, was transferred to Dorches- 
ter to succeed the late Talcott Burgess. 
Foster F. Allen, manager at Manches- 
ter, N. H., replaces Mr. Quinn at Salem, 
and Alfred G. Jacobsen, Jr., assistant 
manager at Manchester, moved up to 
manager. 

Henry L. Horan, manager at Paw- 
tucket, R. I., for 21 years, becomes 
manager at Providence, succeeding the 
late Ambrose F. White. Benjamin. M. 
Green transfers from manager at Fram- 


4 y ie. 
ingham to manager at Fitchburg to , 
place the late Morris L. Goldman, 
eph G. Glynn, Jr., assistant Manager 
Fall River, has been promoted to 
ager at Pawtucket, R. I., and Vj 
B. Lagueux, assistant manager at Ley] 
iston, Me., has been promoted to May, 
ager at Framingham, Mass. 


Garland to Minn. Mutual 


Joseph F. Garland has been ae 








general agent in Philadelphia for yj 
nesota Mutual Life. He has haq 

years experience in life insurance sd 
ing and sales management. 

He has been supervisor with the 
office agency of Penn Mutual for thd 
past five years and _is director of the 
Insurance club of Philadelphia ang , 
member of the Philadelphia Assn, 9 
Life Underwriters, as well as its genen| 
agents and managers section. 





Oakland-East Bay Forum 

Oakland-East Bay Life Underwriter; 
Assn. is one of the sponsors of inves 
ment forum being held every Monday 
for six weeks until Nov. 24. Melvin F 
Wogoman, association president, will he 
one of the six speakers and will present 
on that date “Life Insurance—Why 
Is It?” 





Supervisors Slate Hansch 

August C. Hansch, Mutual Beneft 
Life’s director of agency personnel, will 
address the New York City Life &. 
pervisors Assn. at a luncheon meeting} 
Nov. 10, on ideas that have proved us. 
ful in meeting the problems of recruit. 
ing, selection and training. 





34 Attend Equitable, Ia., School 


Thirty-four agents of Equitable Lit 
of Iowa attended the semi-annual hom 
office school of instruction and review 
Earl E. Smith, assistant agency vice} 
president, and Wilson L. Forker, field 
training supervisor, were in charge. 





Waddick Made Ass’t Manager 


John J. Waddick, Jr., has been pro- 
moted to assistant manager of the 
Merle Loder agency of Mutual Life at 
Chicago. Mr. Waddick joined the 
agency in 1950. 
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COMPANIES 


Storck to Home Office 


Harry Storck, for 13 years regional 
superintendent of agencies of Cali 
fornia-Western States Life with head- 
quarters at San Francisco, has been 
transferred to the home office at Sac 
ramento, Cal., to assume broader agenty 
supervisory duties. 

Before joining the company Mr. 
Storck was an agency supervisor for 
‘Acacia Mutual on the west coast. 
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Old National Life of Texas has put 
chased a site at Fannin and Ewing 
streets where it plans to build a hom 
office which will have an eventual heigh 
of 15 floors. Originally, the building 
will be five stories. The estimated cos 
is $500,000. 

M. John Brand, formerly manager ¢ 
Republic National at Dallas, has bee 
appointed agency director. 





Pacific Mutual Shows Gain 


At the end of its fourth week Pacifi 
Mutual Life’s traditional, field-wide fal 
inter-agency production contest reflecte 
a 33% increase in amount of life ™ 
surance written as compared with t 
corresponding contest perio 
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a with an almost exactly parallel increase 
in A. & H. writings. 


OK National Home Stock Boost 


chburg to Stockholders of National Home Life 
rOldman, jaf have approved proposals to increase au- 
1t mana thorized capital from $200,000 to $500,- 
10ted to goo at $1 par value per share. Following 
, ANd Viate— insurance department approval, the com- 
lager at y plans to issue 50,000 shares at not 


Oted to ma less than $1 per share, the remainder to 
3. he issued later as the board of directors 
may determine, but in no event for less 
than $1 per share. 


Mutual - 


~_ SALES MEETS 


New General Agents Parley 


Pacific Mutual Life next week will 
hold its first home office conference for 
new general agents at Pasadena. 

Subjects scheduled for consideration 
include recruiting, financing, basic and 
advanced agent training, morale building 
and motivation, leadership, planning and 
personal time control. 

Richard F. Blaul, director of agency 
management training, will be in charge 
of the conference. 
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Host Freshmen Producers 


Penn Mutual Life was host to 23 first- 
year producers during a three-day gath- 
ering at the home office. Executive con- 
ferences, punctuated with luncheons and 
an overnight visit to Atlantic City, high- 
lighted the visit. 
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Federal, Ill., Plans Fla. Meet 


Federal Life of Illinois will hold its 
annual convention for top producers 
Nov. 9-14 at Miami Beach. 

A program of business meetings and 
discussions is planned, and on hand from 
the home office will be L. D. Cavanaugh, 
president; Spencer R. Keare, executive 
vice-president; Glen W. Myers, vice- 
president and actuary, and Emery A. 
Huff and Herbert Jensen, assistant su- 
perintendents of agents. 


POLICIES 


Jefferson Standard Offers 
New Premium Refund Plan 


A new policy contract, the premium 
refund investment plan, is being offered 
——— by Jefferson Standard Life. It is issued 
¢ on the participating 20 payment basis 
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and provides increased paid-up protec- 
tion after 20 years together with full 
return premium benefits during the first 
20 years in addition to the face amount. 
> Each $1,000 of face amount is paid 











s region up for $1,400 of participating insurance 
of Cali at the end of 20 years. The guaranteed 
vith head-| cash value at age 65 of the $1,400 paid 
has been} up insurance is $1,001.43. After 20 years 
e at Sac-| the insured may surrender the extra 
ler agency} $00 of paid up insurance for its cash 
value and continue the $1,000 paid up 
yany MrJ participating policy. 
rvisor for 
cast. | Issues Youth Estate Saver 
_ Capitol Life of Denver has issued a 
juvenile estate policy at $1,000 to age 
18, when, presumably the youth is en- 
has putt roller for college. The coverage increases 
d Ewit $1,000 per unit each year until, at age 


1 a hom 21 and thereafter, the youth has an as- 
ral heigi}- sured estate of $5,000 per unit. 
buildin} The increases in. insurance are auto- 


ated cos} matic, and do not require evidence of 
insurability. The premium per unit 
inager Of remains the same throughout the pre- 


has bee¥ mium paying period to age 65, when 
the policy becomes paid-up for the 
ace amount of $5,000 per unit. 


ain | New MM Policy 





Midland Mutual Life is issuing an en- 
reflected dowment at age 85 policy in minimum 
life im amounts of $5,000. The policy is issued 
vith thy * 8es 10-65 to standard risks, and ages 
in 1951 15-60 to substandard risks. 
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COMPANY MEN 


W. M. Rothaermel 
Resigns as V .-P. of 


Pacific Mutual 


W. M. Rothaermel has resigned as 
vice-president of Pacific Mutual Life, 
a post he held 
since 1940. He has 
not announced fu- 
ture plans. 

Starting as an 
agent of Equitable 
Society at Okla- 
homa City in 1919, 
Mr. Rothaer- 
mel later served as 
supervisor, agency 
assistant in 
the home office, 
superintend- 
ent of agencies 
with headquarters 
at San Francisco 
and for eight years superintendent of 
agencies for the central department. In 
1937 he went with Continental American 
Life as vice-president in charge of 
agencies, and was elected a director the 
following year. 

Mr. Rothaermel joined Pacific Mutual 
in 1940 as vice-president in charge of 
agencies. He was made vice-president 
at large with general administrative 
duties in 1950. 

Active in association activities, he was 
a member of the executive committee of 
Life Agency Officers Assn., one of the 
original directors of L.I.A.M.A., and the 
first chairman of the A. & H. committee 
of L.I.A.M.A. 








W. M. Rothaermel 


Bruce, Guarantee 
Union Chief, Resigns 


Thomas M. Bruce, Jr., has resigned as 
president of Guarantee Union Life of 
Los Angeles. The company has not as 
yet named a successor. 

Mr. Bruce, whose future plans are un- 
announced, was a member of the law 
firm of Jenkins & Jenkins at Philadel- 
phia before he was named president of 
the company. Before that he served as 
an agent. 


Lawton Goes with N. Y. Life 


Philip N. Lawton has joined the field 
training division of New York Life as 
an administrative assistant. He _ for- 
merly was with Insurance. R. & R. as 
editor of the management plans division. 

Before naval service, Mr. Lawton 
was with the investment firm of Horn- 
blower & Weeks. He for a time was 
an agent with Aetna Life. : 


Campbell to National, Vt. 


National Life of Vermont has ap- 
pointed Norman L. Campbell assistant 
actuary. He has been assistant actuary 
of Teachers Insurance & Annuity. 

A fellow of the Society of Actuaries, 
Mr. Campbell started with Manufac- 
turers Life at Toronto in 1935. Fol- 
lowing service with the Canadian air 
force in the last war he joined Royal 
Ins. Co. at Montreal in 1947 as as- 
sistant life secretary. He went with 
Teachers in 1949. 





Martin J. Mullen, director of publicity 
of General American Life, has retired 
after 18 years in the life insurance busi- 
ness to go with Maritz Sales Builders 
of St. Louis, as director of sales promo- 
tion and advertising. 


Frank W. McCabe, Albany, N. Y., has 
been elected a director of Berkshire 
Life. He is executive vice-president and 
director of National Commercial Bank 
& Trust Co., Albany, and is also vice- 
president and director of South Texas 
Development Co. and Wytex Oil Corp. 
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The combination of naturakability, 
ring generalship learned through 
experience, and a fighting heart 
usually marks the champion boxer. 
But with it all, he knows the im- 
portance of having strong hands. 


GUARDIAN strengthens the hands 
of its field representatives by of- 
fering a diversified and _ well- 
rounded kit of attractive policies 
and _ services. 


Included among them are: 
Low cost Preferred Risk 
~ Low premium TERM 
DISABILITY INCOME PROVISION 
Unique Pension Trust facilities 
Salary Savings Insurance 


They help towards performance of « 
teal championship calibre. 
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FIFTY UNION SQUARE 
NEW YORK 3, N. Y. oo 








TOP COMMISSION CONTRACTS 


AVAILABLE TO 


AGENTS and GENERAL AGENTS 
WITH A SALES ORGANIZATION 


EXPERIENCED 


IN SELLING LIFE INSURANCE 
TO 


MILITARY PERSONNEL 


VERY ATTRACTIVE POLICIES 
NO RESTRICTIONS AS TO WAR AND AVIATION 
WORLD WIDE COVERAGE 
ALL POLICIES ON LEGAL RESERVE BASIS 


CAN HANDLE UNLIMITED AMOUNT 
OF SALES VOLUME 
SURPLUS CAPITAL FOR FINANCING UNLIMITED 





Write or Phone 


UNITED STATES GUARANTY LIFE 
J. E. Kelly, President 


7 Weldon Phoenix, Arizona 
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O’Leary Considers Investment Trends, 


Presents Life Company Problems 


(CONTINUED FROM PAGE 1) 





which confront the companies in this 
field. Certainly, the problems today are 
by and large much less pressing than 
those faced in the depressed ’30s and 
during the war. However, problems do 
exist today — they are bound to exist in 
a field as dynamic and important as life 
insurance investing: His approach in 
considering these problems was selec- 
tive, he said, and the order in which they 
were discussed was more or less on the 
basis of the immediacy of the problem. 
These were given as valuation of as- 
sets; direct placements; purchase of 
common stock; restrictiveness of state 
laws; the expanding network of federal 
influence; and the adequacy of future 
investment opportunities. 


Valuation of Assets 


Probably the most pressing problem 
facing life company investment officers 
today, according to Dr. O’Leary, is to 
secure a sound basis for the valuation 
of securities held by the companies. 
This problem stems from the fact that, 
under present valuation resolutions of 
National Assn. of Insurance Commis- 
sioners, corporate bonds which are quot- 


ed in the securities market and meet a 
rating test or a yield test may be car- 
ried in company statements at amor- 
tized cost, but other quoted bonds must 
be carried at year-end market price even 
though not in default. Bonds acquired 
through the channel of direct placement 
(of which the volume has sharply ins 
creased, particularly in the business and 
industrial category), having no market 
price, are carried at amortized cost or 
at some other value at the discretion of 
the N.A.I.C. valuations committee. Al- 
most all preferred and common stocks 
must be valued at year-end market price. 
The resort to year-end market value for 
a sizeable part of life company assets, 
and the consequent need to write asset 
values up’or down in accord with the 
movement of market prices, leads to 
heavy writeups and writedowns in sur- 
plus during cycles in the securities mar- 
ket. In view of the fact that state law 
places limitations on the size of surplus, 
the surplus account of companies is vul- 
nerable to a pronounced downturn in 
securities prices. With the rapid growth 
in direct placements the problem has 
been aggravated due to the fact that no 
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market price exists for such securities 
and the latitude of N.A.I.C. discretion 
is therefore greater and more unpredict- 
able. Part of the problem also lies in 
the fact that the valuation provisions 
have deterred investment in preferred 
and common stocks, Baa-rated bonds, 
and some direct placements because of 
their vulnerability to writedowns with a 
general decline in securities prices. 





LIFE APPROACH 





The approach of the life insurance 
business to this problem, he said, is that 
the value of securities held by life com- 
panies should be treated on a “going- 
concern” and not on a “liquidating” 
basis. That is, it is held that in the val- 
uation of life company securities hold- 
ings it should be kept in mind that the 
companies are long-term investors who 
can afford to wait out both good and 
bad periods of business activity and who 
at any given time have little need to 
liquidate their holdings. It is pointed 
out that even in the early ’30s, when 
policy loans were high, the companies 
were able to meet all demands for cash 
without any substantial liquidation of 
holdings (except for a few companies), 
and that today there has developed a 
large element of liquidity in life com- 
pany portfolios through amortization of 
mortgages and industrial loans, as well 
as through holdings of United States 
government securities. It is the position 
of the business, as expressed by the 
joint committee on valuation of assets 
of American Life Convention and the 
Life Insurance Assn. of America, that 
experience in the past 30 years has 
proved that writedowns required by the 
N.A.I.C. in periods of depressed securi- 
ties prices have been excessive in the 
light of losses actually realized over the 
long run. It is argued, therefore, that 
if reserves great enough to meet ex- 
pected actual losses were established, it 
would then be possible to carry all bonds 
not in default on an amortized cost basis. 
Through studies of the entire corporate 
bond market covering the period 1900- 
1944, as well as the experience of life 
companies with their bond portfolios 
from 1928 through 1950, the amount of 
reserves needed to cover actual losses on 
securities has been determined and the 
joint valuations committee has proposed 
that these reserves be set up by life 
companies apart from surplus and that 
henceforth all bonds not in default be 
valued at amortized cost. The reserve 
principle is also employed to justify a 
departure from year-end market value 
in the case of preferred and common 
stocks, with the joint valuations com- 
mittee proposing that these stocks be 
valued on the basis of a five-year mov- 
ing average in order to eliminate sharp 
writeups and writedowns. 


No Solution Reached 


“The valuation problem has been un- 
der review by the commissioners for 
some time, but as yet no solution has 
been reached,” Dr. O’Leary remarked. 
“Last December, however, the commis- 
sioners did adopt in essence the system 
of investment reserves proposed by the 
life insurance business. At that time, 
however, nothing was done to introduce 
stability in the value of securities, so 
that the industry has been obliged to 
establish reserves without obtaining 
more stable asset values. This latter 
question has been under joint study this 
year between the industry’s committee 
and the commissioners, but no real prog- 
ress has been made. The difficulty 
arises from the fact that the commis- 
sioners, despite the buildup of a re- 
serve, apparently still feel that there are 
some bonds held by life companies, 
which although not in default, are of 
doubtful quality and therefore must be 
carried at a value to reflect the market.” 

Another area in which problems have 
arisen in the life insurance business and 
elsewhere in recent years is in connec- 
tion with direct placements. The direct 
placement of securities is not a new de- 
velopment, but the volume has been very 








Lheavy in recent years, particularly in the 


case of bonds of business and industria) 
concerns. The bulk of direct placem 
financing is done by life insurance Com. 
panies, although other institutionaj in 
vestors have been active in the field 
Mr. O’Leary took up two of the mor 
important problems with respect to d. 
rect placements. Recently Securities § 
Exchange Commission  subcommitt, 
of the House of Representatives com. 


mittee on interstate and foreign ¢om.§' 


merce at hearings on the subject of 
direct placement of securities raised the 


question of whether it was in the public} 


interest to permit directly placed securi- 
ties to go unregistered with the SEC 
The securities act of 1933 specifically 
exempts direct placements from th 
registration requirement, and the Cop. 
gressional subcommittee, popu. 
larly known as the Heller committe 
pointed to the growth in direct place. 
ments and asked whether the practice 
was not an evasion of the spirit of the 
1933 act. During the hearings there 
were arguments for registration of ¢. 
rectly placed securities on the ground 
that it was needed to protect life jp. 
surance policyholders against  ynip. 
formed investments by company officers, 
However, the hearings seemed to estab. 
lish, although no report by the com. 
mittee has as yet been issued, that 
direct placements do not evade the spirit 
of the act in that institutional investors 
are able to obtain a full and complete 
disclosure of the facts about an issyer 
before purchasing the securities, More. 
over, institutional investors such as life 
insurance companies are carefully regu- 
lated in their investments by state au- 
thorities which provides further pro- 
tection for policyholders. 





UNWANTED CONTROL | 





The second problem with regard to 
direct placements is the issue of whether 
this method of financing will give the 
life companies unwanted control over 
corporate management during a general 
business recession of fairly serious pro- 
portions. That is, it is sometimes argued 
that if a recession and business failures 
occur, the life companies will find them- 
selves in the position where they will 
be required to take over the manage 
ment of defaulting business concerns in 
order to protect their investments. Such 
a development, it is pointed out, would 
involve the hiring of management ex- 
perts and would be costly, and worse 
still, it would involve public relations 
difficulties of great magnitude for the 
life insurance business as a whole and 
possibly would threaten some measure 
of federal regulation. “Although one 
would have to concede the possible dan- 
gers suggested here, it seems to me, 
said Dr. O’Leary, “that given the fact 
that life insurance companies have 3 
large volume of the people’s savings to 
invest, the companies will inevitably face 
public relations problems whether the 
funds are invested through direct place- 
ment or public offering. If a period 0 
heavy defaults should occur it will take 
wise action by the life companies both 
to protect their investments and to 
avoid bad public relations, but I feel 
confident that this wisdom will be forth- 
coming.” 


Purchase of Common Stock 


Another problem which in recent 
years has received considerable attention 
in the life insurance business has beet 
the extent to which, if at all, the com: 
panies should invest in common. stocks. 
The biggest factor prompting this qués- 
tion has been the quest for an improv: 
overall rate of return growing out 0 
the persistent spread in yields between 
“blue-chip” common stocks and high- 
grade corporate bonds. Other factors of 
lesser significance have been the com 
petition of such institutions as mutt 
funds and the general public recognition 
of the value of common stocks as 4 
hedge against inflation. ; 

Traditionally the life companies have 
been wary about common stock invest: 
ments because of the uncertainty of i 
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e return over the business cycle, as 
well as the propensity of common stock 
rices to fluctuate and the requirement 
hat stocks be valued at year-end market 

ice, As mentioned earlier, he stated, 
this latter barrier still remains, so that 
substantial investment in common stocks 
carries the threat of important changes 
iq surplus growing out of swings in the 
stock market. However, more and more 
fife companies seem to be moving to- 
ward a modest investment in common 
stocks On the assumption that they are 
jong-term investors and that over the 
jong-pull they will receive a satisfactory 


n. . 
eet another type of problem which 
has been a source of concern to life com- 
pany investment officers in the postwar 
years has been the restrictiveness of 
sate Jaws affecting life insurance in- 
ystments. The root of this problem is 
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SPECIAL ANNOUNCEMENT TO 
BROKERS 


Our Company has just made available to 
Officers of the Armed Forces a Special low 
cost plan with world wide coverage — most 
Officers are eligible for $10,000—no war clause, 

medical, limited ts considered on 
aviators. Address N-70, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 











WANTED BROKERS 


To write our Special Policy on Military Officers. 
Minimum $5,000—Maximum $10,000. No war 


that the process of investment is dy- 
namic and ever-changing in response to 
the capital needs of the country. At the 
same time, many state laws affecting life 
company investments were drawn in an 
earlier period in a different climate ot 
opinion on investments so that ftre- 
quently today it suddenly develops that 
the law unduly limits perfectly good in- 
vestments by the companies. 


Expanding Federal Influence 


A broad and long-run problem which 
confronts the life insurance business is 
the steady expanding influence which 
the federal government exerts on life 
company investments, Dr. O’Leary as- 
serted. The most obvious federal in- 
fluence on life company investments is 
the competition which federal lending 
agencies give to private investors. For 
example, Federal National Mortgage 
Assn. acts as a residual purchaser of 
FHA and VA mortgages to insure a 
market for these mortgages at the in- 
terest rates established in federal law. 
Thus, in periods in which the demand 
for capital has been so high as to create 
a scarcity of VA mortgage money at the 
4% rate prescribed by the VA, FNMA 
has stepped into the breach and pur- 
chased VA mortgages in order to hold 
up the prices of these mortgages. Be- 
yond this, partly again to support the 
VA 4% rate, the VA has a limited 
authorization of $150 million on a re- 
volving fund basis to make direct loans 
to veterans in areas where VA loans 
are not available. Furthermore, serious 
proposals have been made in recent 
years for direct government loans to 
cooperative housing and to educational 
institution. Finally, the direct govern- 
ment lending by the RFC and the fed- 
eral land banks are other sources of 
competition to private investors. 

In addition to direct competition, the 
federal government has extended more 
and more influence over life company 
investments of a more or less direct 
nature, Dr. O’Leary continued. “You 
are all familiar with the two credit 
control measures exercised by the Fed- 
eral Reserve in the period after the 
Korean outbreak until recently, namely 
regulation X and the voluntary credit 
restraint program. Both of these meas- 
ures exerted control over life com- 
pany investments and, although justified 
by the defense emergency and the up- 
surge of inflation, set the precedent for 
similar action in later periods of not 
such an emergency nature.” 
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Beyond regulation X and the VCR 
program, the Federal Reserve and the 
United States Treasury, through their 
power to influence the availability of 
commercial bank reserves, are able to 
exert a tremendous influence on the 
whole structure of interest rates and 
thus upon the return life companies 
realize on their investments. 

In the past few years the federal 
government has used the instrument 
of “moral suasion” with increasing fre- 
quency to influence life company in- 
vestment decisions. For example, in 
March 1951, at the time of the “ac- 
cord” between the Treasury and the 
Federal Reserve, both agencies appealed 
strongly to the life companies to ex- 
change their holdings of the two longest 
issues of marketable government bonds 
for the non-marketable 234% ‘bonds 
which were offered at that time. The 
life companies responded to this appeal 
by exchanging $2.9 billion out of total 
of $3.2 billion. Again, last February 
the Treasury and Federal Reserve urged 
the life companies to invest in govern- 
ment securies to aid in the fight against 
inflation and to help the Treasury 
finance its deficit from nonbank sources. 
Here again the Treasury probably had 
in mind an issue of non-marketable 
bonds; the strategy in recent years has 
been to tie up government securities 
in savings institution through the is- 
suance of nonmarketable bonds to them. 
At this time the large advance invest- 
ment commitments made it impossible 
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THE BEST COMPANY??? 


Which is “The Best Company?” 

Probably no two persons have 
exactly the same answer to this 
query, but we like this one from 
Woody Woodson: “The Best Com- 
pany Is The Company In Which 
You Are Insured.” 


Makes sense, doesn’t it? 


We think the best company for 
each individual is his company: the 
company in which he is insured— 
for whom he works. 


Our company — the WASHING- 
TON NATIONAL—offers: all forms 
of personal protection insurance on 
individuals and groups (life, acci- 
dent, health, hospitalization) ; lib- 


eral Savings and Profit Sharing Pen- 
sion Fund for its hard-working 
employees; salable policies, attrac- 
tive commissions, functional sales 
tools for its satisfied fieldmen. 


These, and many others, are rea- 
sons why we believe that in Evans- 
ton, Illinois, along the banks of 
Lake Michigan, we have “The Best 
Company.” 


Throughout the Nation our system 
of offering attractive career oppor- 
tunities to qualified fieldmen who 
are looking to the future is gaining 
in popularity. 


We welcome your inquiry. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EVANSTON, ILLINOIS 


H. R. KENDALL, Chairman 


R. J. WETTERLUND, President 


G. P. KENDALL, Secretary 
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to accommodate the Treasury’s sugges- 
tion. A similar situation of “moral 
suasion” exists in the housing field 


where the VA and the Senate banking 
and currency committee keep constant 
pressure on the life companies to con- 
tinue heavy purcahases of VA _ loans, 
Dr. O’Leary declared. 
Federal Reserve Purchases 
has been a_= great 
criticism of life insurance companies 
for their disposal of government se- 
curities in the postwar period on the 
grounds that a large part of these se- 
curities had to be purchased by the 
Federal Reserve system in order tq 
support the market, and that these 
purchases added to commercial bank 
recerves and thus fed the fires of in- 
flation. Dr. O’Leary’s answer to this 
criticism is that the basic difficulty lay 


There deal of 


not in the sale of governments by life 
companies but in the support purchases 
by the Federal Reserve. The Federal 
Reserve policy of supporting govern- 
ments above par invited sales of govern- 
ments by all nonbank investors. The 
inflationary aspect of life insurance 
company disposal of government securi- 
ties grew directly out of the purchases 
by the Federal Reserve rather than out 
of the sales by life companies. If the 
Federal Reserve had seriously tried to 
reduce these sales it could have done 
so by the procedure finally used in 
March, 1951—the abandonment of rigid 
support of government securities prices. 
It was perfectly natural for the life 
companies to have followed the in- 
vestment course which they did follow 
in the postwar period. The enormous 
demand for capital funds by business 
and industry and in the housing field, 
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in direct response to encouragement by 
government policy, exceeded the supply 
available from current savings and cre- 
ated great pressure on life companies 
to liquidate governments in order to 
meet the demand. Moreover, as most 
government economists have argued, 
the basic solution to inflation in the post- 
war era was to increase industrial output 
to catch up with the war-expanded 
money supply, and life company in- 
vestments have contributed heavily to 
the post-war expansion of output. 


Adequate Investment Opportunities? 


“There is one final problem which con- 
cerns life company investment officers 
which I would like to touch on,” he 
said. “This is the question of whether 
in coming years the volume of suitable 
investment opportunities will be great 
enough to absorb the funds flowing into 
life companies. This, of course, is an 
old question which has troubled thought- 
ful people in the business for many 
years, and particularly since the ‘30s. 
In the postwar period it has been pushed 
into the background by the tremendous 
investment boom we have been experi- 
encing. Today. however, the question 
is again raised, somewhat as _ follows. 
Under present conditions the life com- 
panies have between $7-8 billion to in- 
vest each year growing out of net cash 
income after disbursements, maturing 
investments, amortization of mortgages, 
sinking fund payments on_ industrial 


loans, and the like. (This amount w, 
exclude any sums which might be 
tained through refunding of exj 

holdings or sales of existing holding 
Thus, the $7-8 billion is an aq 
flow of funds which is unlikely tg 
minish in any sizable amount in 

next several years regardless of by 
ness conditions. 
with the rate of increase 
expenditiures expected to come tg 
close in 1953, and with the possibility 
a substantial downturn in plant 

equipment expenditures of business ¢om 
cerns as well as in industrial and other 
construction, there are some who ap. 
ticipate that the annual demand for 
capital funds may recede significan 

in the period beginning, say, in 1954 
If this should occur, depending upon th 
extent of the shortage of investme 


opportunities, the pressure of life’ gm 














war rise in interest rates. Such a sity, 
tion would very likely see an 
money policy by the Federal Resegye 
which would further depress rates. 7 
“Of course, all of this gloomy pictgg 
need not develop if business and 
ernment adopt intelligent policies. How. 
ever, the problem of future investment 
opportunities is in the back of invest. 
ment officers minds as they work t 
to take advantage of the wealth of rel. 
atively attractive offerings.” , 
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UNION POINTS TO 213 CURBS ~ 
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McCarran act of 1945”; they attempt to 
regulate and impose restrictions on col- 
lective bargaining; they conflict with the 
federal and New York labor relations 
laws; they limit collective bargaining 
as to wages and are “vague, unintel- 
ligible and incomprehensible.” 


Asks Temporary Injunction 


Pending determination of the consti- 
tutionality of the expense limitation law 
the CIO asks a temporary injunction 
restraining the insurance superintendent 
from enforcing the law. 

The CIO brief quotes Justice Frank- 
furter of the U. S. Supreme Court as 
stating in Freeman vs. Hewitt, 329 U. S. 
249 as saying “our starting point is clear. 
In two recent cases we applied the prin- 
ciple that the commerce clause was not 
merely an authorization to Congress 
to enact laws for the protection and en- 
couragement of commerce among the 
states but by its own force created an 
area of trade free from interference by 
the states. In short, the commerce clause 
even without implementing legislation 
by Congress is a limitation upon the 
power of the states. (Southern Pacific 
Co. vs. Arizona, 325 U. S. 761, 65 S. Ct. 
1515, 89 L. Ed. (1915); Morgan vs. 
Virginia, 328 U. S. 373, 66 S. Ct. 1050.) 

“In so deciding, we reaffirmed upon 
fullest consideration, the course of ad- 
judication unbroken through the na- 
tion’s history. This limitation on state 
power, as the Morgan case so well il- 
lustrates, does not merely forbid a state 
to single out interstate commerce for 
hostile action. A state is also precluded 
from taking any action which may fairly 
be deemed to have the effect of imped- 
ing the free flow of trade between states. 


LOCAL CURBS 


“It is immaterial that the local com- 
merce is subjected to a similar encum- 
brance. It may concern itself to 
encourage a pastoral instead of an in- 
dustrial society. That is its concern and 
its privilege. But to compare a state’s 
treatment of its local trade with the ex- 
ertion of its authority against commerce 
in the national domain is to compare 
incomparables.” 

The brief also cites the case of Bald- 
win vs. Seelig. Seelig, a New York milk 
dealer, sold milk bought from Vermont 
farmers. He paid them: less than the 








minimum price fixed by New York state 
for payment to New York farmers, since 
Vermont left prices to’ bargaining be- 
tween buyer and seller. The New York 
law forbade the sale of Seelig’s milk 
because the Vermont farmers had not 
received the New York fixed price for 
their milk. The effect of the law, there- 
fore, was precisely the same as sections 
213 and 213-a of the New York insur- 
ance law, according to the CIO. 





UP TO VERMONT 





“The impact of the law in New York, 
invalidated in the Seelig case, on Ver- 
mont economy and Vermont legal power 
was weighed,” the brief points out. “To 
whatever extent it is desirable to reform 
the economic gtandards of Vermont 
‘the legislature of Vermont and not that 
of New York must supply the fitting 
remedy, said Justice Cardozo. This 
is a due process concept .. . which New 
York violated when it attempted to 
project its law into Vermont, regard- 
less of its admitted health purpose, 
which was insufficient to outweigh Ver- 
mont’s interest in its own affairs ... 

“No obvious distinction between these 
situations can possibly be noted except 
that in one case:it is milk and in the 
other insurance.” 

The brief makes the point that if a 
collective bargaining unit is larger than 
the state of New York and if the New 
York law is upheld it would mean that 
New York is attempting to regulate 
bargaining in a unit different from that 
established by the National labor rela- 
tions board and that “this it may not 
constitutionally do, since the NLRB has 
exclusive jurisdiction to determine the 
unit appropriate for collective bargain- 
ing (Levinsohn Corp. vs. Joint Board 
of Trade, 299 N.Y. 454).” 


Cites Railroad Case 


The CIO brief quotes from Plummer 
vs. Railroad, 31 F. 2nd., 123, 124: “Had 
the statute attempted to fix permanently 
the wages of employes undoubtedly the 
Supreme Court would have held it un- 
constitutional.” 

The brief then observes: “Thus the 
Supreme Court of the United States 
has firmly stated that no state or fed- 
eral legislature may fix by legislative 
standards a maximum wage for em- 
ployes in the railroad industry. If such 

(CONTINUED ON PAGE 23) 
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AMERICA TRULY 
THANKFUL 


for the men who saw with clear, un- 
flinching eyes the nation to be — who 
fought, as we too have fought, in the 
cause of freedom, humanity and brother- 
hood. 


that we are free, in a world of prejudice 
and intolerance — free to live and speak 
and act and work and worship as we 
choose — free to elect our leaders and 
make our laws — free to make our mis- 
takes and correct them. 


This is the greatness of America and in 
our prayer of thanks we would be strong 
that no power may ever be allowed to 
destroy this freedom of ours. 
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Sales Ideas That Work 





L. G. SIMON SAYS: 





Big Sales, Bigger Potential 
in $5,000 Tax-Free Payment 


NEW YORK—The new income tax 
provision exempting up to $5,000 paid 
to a beneficiary of a deceased employe 
by an employer is resulting in a tremen- 
dous number of life insurance sales to 
small corporations and still only a 
trifling percentage of such prospects 
have been sold, according to Leon Gil- 
bert Simon, New York City million dol- 
lar producer. 

Mr. Simon gets around the country 
a great deal in the course of lecturing 
on life insurance selling and has been 
much impressed with the receptiveness 
of small firms to sales based on the 
$5,000 exemption and the extent to 
which agents who never sold a business 
insurance case before are cashing in 
on this market. In his lectures he has 
emphasized the sales possibilities in this 
field 


No Saturation Point 


In spite of the increasing volume of 
business that agents are doing in this 
market, there is no danger of reaching 
the saturation point, Mr. Simon believes, 
because there is such a vast number of 
small businesses. Not only does it help 
agents get business that they would 
otherwise miss but it has the psycho- 
logical effect of getting their feet wet 
for the first time in the waters of busi- 
ness insurance. 

Many who shied away from business 
insurance as being too complex are 
having their eyes opened. If they can 
handle this form of business insurance 
there is no reason why they cannot go 
on to something a little more complex 
and from there eventually to the point 
where they can handle all of the gen- 
eral run of business insurance situations. 


Has Special Appeal 


The sale based on the $5,000 exemp- 
tion has a special appeal to the small 
business firm, says Mr. Simon, because 
it provides a double profit: the corpora- 
tion gets the proceeds free of income 
tax (though of course it got no deduc- 
tion for the premiums) and gets a de- 
duction on the $5,000 it pays to the 
beneficiary. 

As as example, the company takes in 
$5,000 in life insurance proceeds. It has 
paid, say, $2,000 in premiums, so it has 
a non-taxable cash profit of $3,000. 
Moreover the $5,000 that goes to the 
widow, being a deductible expense is 
substantially less than $5,000 after taxes 
would be. 

Mr. Simon found that the plan is par- 
ticularly adaptable to small corporations 
because the $5,000 amount is easily 
within the company’s power to provide 
unless it is on the brink of insolvency. 


Potent Appeal 


There is naturally a potent appeal 
to the employe or executive who will 
benefit. To such a man, who may well 
feel that he is unable to afford any more 
insurance the agent can say, “I can 
arrange a plan that in effect will give 
you $5,000 of insurance without cost 
to you. The corporation buys it, makes 
a profit on it and pays $5,000 to your 
wife in tax-free funds just like a life 
insurance policy,” 

Plans of this type have the advantage 
of avoiding possible penalties under sec- 
tion 102 of the internal revenue code 
in connection with unnecessary accumu- 
lations of surplus, Mr. Simon points out. 

Another market that high estate and 
inheritance taxes and inflation have 
greatly broadened is the sale of life 
insurance on a husband bought and paid 
for by the wife, Mr. Simon has foun 
The wife buys the insurance, has it pay- 


able to her. When it becomes a claim 
the money is tax-free because it is not 
in the husband’s estate and she has the 
tax free money to pay the estate and 
inheritance taxes. 

More and more estates, Mr. Simon 
says, are being devastated because of 
absence of the necessary liquidity to 
take care of estate and inheritance taxes. 

It is not difficult to show prospects 
that estates have been cut in value as 
much as 50% because of lack of liquid 
assets to take care of death duties. 

Mr. Simon has been using the in- 
heritance and estate tax approach for 
many years but the market has opened 
up markedly in the last few years be- 
cause of increased tax rates and because 
inflation has boosted the value of prop- 
erties. Because of the sliding scale basis 
of tax rates an increase in property val- 
ues results in a tax that is more than 
proportional to the increase in value. 

Mr. Simon has just completed a book, 
“Briefs on Business Insurance,” which 
will be published in the near future. 


South Texans Get 
Sales Advice from 
Business Leaders 


Selling ideas were in abundance at the 
south Texas sales congress at Corpus 
Christi sponsored by the Gulf Coast, 
Valley Grande and Corpus Christi Assns. 
of Life Underwriters. 

Speakers were Travis T. Wallace, 
president of Great American Reserve; 
Gilbert H. Sawyer, assistant superin- 
tendent of agencies of Pan-American 
Life; W. D. Bacon, general agent of 
Crown Life at San Antonio; E. K. 
Hefley, Great Southern Life, Oklahoma 
City; D. G. Liggett, manager of South- 
land Life at Houston, and Eddie Dyer, 
Southland Life, Fort Worth, president 
of the Texas association. 

Mr. Dyer said the state association’s 
chief project for 1953 is its legislative 
program. He said there is a hope of 
securing passage of an insurable interest 
law to protect business insurance agree- 
ments between partners, and also hope 
for a repeal of the law permitting or- 
ganization of a life company with only 
$25,000 initial financing. He said the 
association will meet with company rep- 
resentatives sometime this month pre- 
paratory to working out a mutual pro- 
gram. 


A. & H. Is Profit Maker 


Mr. Wallace said an agent who is not 
selling A. & H. policies is missing out 
on sizable commission income. Activity 
in this field continually is becoming 
greater, he said, pointing to a recogni- 
tion on the part of insurers that this 
is the type of proection the government 
will attempt to afford if private insur- 
ance fails. A. & H. is helpful as a means 
of financing an agent over the first year 
Or two of his contract, especially be- 
cause the coverage is experiencing an 
upgrade in public popularity. 

Because an agent will sell A. & H. 
whether or not his company writes it, 
Mr. Wallace said more and more _ in- 
surers probably will enter this field. The 
period of experimentation is over and, 
therefore, A. & H. should be more at- 
tractive to companies not now writing it. 

The uncontrolled interview came in 
for criticism by Mr. Sawyer. Often a 
presentation does not fit the personality 

a prospect, thereby lessening the 
agent’s opportunity for a sale. The sales 
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talk should be organized to the extent 
that it is a part of the thinking of the 
salesman, capable of being adjusted ac- 
cording to circumstances. The agent 
particularly should be alert to the oppor- 
tunities for closing a sale. 

Mr. Sawyer said “RDR” is his pre- 


CIO Suit Points 
to 213 Weakness 


(CONTINUED FROM PAGE 1) 


was joined in the discussion of points 
raised by the group by Prof. Henry 


T. Owen of University of Texas. 


He reviewed the provisions of the 
Texas law defining those who may have 
an insurable interest and the ways in 


He 





scription for success in selling, describ- 
ing it as: “relax the prospect, disturb 
the prospect, relieve the prospect by 
showing him the solution to his prob- 
lem.” 

Mr. Bacon said the agent who loses 
himself in the welfare of the prospect, 
putting aside thought of commission, 
possesses a characteristic that does 
much to win confidence. 

According to Mr. Hefley, consistent 
production is possible only if the agent 
establishes definite goals. Mr. Liggett 
listed various characteristics as essential 
for success in life insurance, pointing 
out that optimism and a genuinely happy 
outlook pervade them all. 


new expense limitation statutes. 


rest of the regulatory legislation. 
Might Affect Examinations 





Connecticut Mutual Life plans to 


build a new vault underneath the ter- ee a at ea 
race in front of its home office building PreseMt contro! ov 
in Hartford. The cost may run to $250,- CO™Pany spends its expense money, 


000 and it is expected that it will take 
two years to complete. The company’s 
present vault, built with the home office 
in 1926, is filled to capacity with se- 
curities totaling some $450 million. 


of its policyholders. 


actions rather than attempting, as now, 
to forestall by preventive restrictions 
the type of spending that might weaken 
a company financially or result in ex- 
travagant use of policyholders’ funds. 
While the CIO makes much of the re- 
straints which sections 213 and 213-a 
place on collective bargaining, most 
company people feel that the state of 
New York is on firm ground here, that 
the statute represents a form of state 
police power which the Supreme Court 
has repeatedly upheld. The national la- 
bor relations act, it is pointed out, guar- 
antees the right of collective bargaining 
BS and sections 213 and 213-a do not invali- 
date the right but only limit to a small 
extent its area. For example, New York 
law limits the number of hours per week 
that a woman can work. If a_ union 
should want to enter into a collective 
bargaining agreement that would call for 
female employes exceeding this legal 
maximum it would not be permitted to 
set aside the state law as interfering 
with the right of collective bargaining. 
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Rose New President of 
California A. & H. Clubs 


(CONTINUED FROM PAGE 2) 


partment. Only in this way, and with 
the full cooperation of ethical agents, he 
said, can the business get rid of unfavor- 
able reactions developed by the incom- 
petent or “high pressure” producer 
which stimulate public support of gov- 
ernment insurance plans. 

Milton E. Rose, general agent of Paul 
Revere and Massachusetts Protective at 
Los Angeles, reviewed his methods and 
told why he considers cold canvass a 
productive sales system. Many start 
cold canvass, he said, but fail to develop 
a technique that works, while others 
seem to dislike such a system. He cited 
numerous profitable cases which resulted 
from cold canvass, one of which over 
the years brought him $150,000 in life 
and A. & H. insurance from the original 
prospect, plus many other cases from 
his influence. 


QUALITY Compensation 


Generous for Underwriter 
Unusual General Agency Plan 
A Fine Retirement Plan 
Very Well Vested 
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Arrange Tex. Seminar 


The annual Texas Leaders Round 
Table seminar sponsored by the South- 
ern Methodist University Institute has 
been scheduled for March 2-6 at Dallas. 
Consideration will be given business in- 
# surance and estate planning, with spe- 
cial attention to taxes, trusts, and timely 
“insurance situations.” 


Talk on Insurable Interest 


Austin (Tex.) Life Managers Club 
heard Leslie Rasner of Baylor Uni- 
versity, Waco, Tex., who is making an 
intensive study of the insurable interest 
law in Texas review “that topic. He 


CENTRAL LIFE 
ASSURANCE COMPANY 
DES MOINES, IOWA 


1896 1952 
A MUTUAL COMPANY 
One of Mae Best 





tingency into account in framing the 
One 
angle is that if the extraterritorial con- 
trol feature, for example, should be held 
unconstitutional the law should be. so 
drawn that this part of it could be ex- 
cised with a minimum of damage to the 


If New York should find itself for- 
bidden to exercise extraterritorial con- 
trol it would probably have to try to 
get the same result by taking a greater 
interest in the examination of out-of- 
state companies. At present, New York 
leaves this pretty much up to the in- 
surance departments of the companies 


New York would have to resort to in- 
creased watchfulness of such a com- 
pany’s financial condition and treatment 
It would have to 
keep an eye on the results of company 


which it may affect life insurance. 


also cited several points in which the 
Texas law differs from those of other 


states. 


Convention Dates 


—— 


Nov. 17-21, L.L.A.M.A. annual meeting 
Edgewater Beach hotel, Chicago. 

Dec. 7-11, National Assn. of Insy 
Commissioners, midyear, Hotel Commo. 
dore, New York City. 


Dec. 9-10, Life Insurance Assn, of 
America, annual, Waldorf-Astoria hotel, 
New York City. 








FRATERNALS 





Protected Home Circle 
Names Houtz Treasurer to 
Succeed Late H. G. Moore 


Protected Home Circle has advanced 
F. Roy Houtz, auditor since 1933, to 
treasurer succeeding the late Harry G. 
Moore. Mr. Houtz entered the business 
with Standard Life of Pittsburgh in 1929. 

He is secretary of the grand circle of 
Pennsylvania, and past president of the 
Sharon circle. He was elected to the su- 
preme circle in 1941, and became chair- 
man of the mileage and per diem com- 
mittee in 1949. He is a veteran of the 
first world war. 

Mr. Moore, 51, died at his home at 
Sharon following a long illness. He had 
been treasurer since 1935. He joined the 
society in 1926, and became assistant 
secretary in 1933. He was a member of 
the executive committee of the National 
Fraternal Congress, 1946-48. He was also 
past president of the Sharon circle. 


N. J. Congress Elects Dare 


New Jersey Fraternal Congress at the 
annual meeting at Atlantic City elected 
Ralph C. Dare of Artisans Order of Mu- 
tual Protection, president succeeding 
L. J. Bayley of Unity Life & Accident. 
Mr, Bayley becomes head of the execu- 
tive committee. 

Other officers are George Rock, 
Woodmen of the World, vice-president; 
Mary Eisert, Catholic Women’s Benevo- 
lent Legion, 2nd _ vice-president, and 
Helen Wold, Royal Neighbors of Amer- 
ica, secretary-treasurer. 








Royal Neighbors Change 


Royal Neighbors has increased its 
non-medical limits at ages 16-40 from 
$3,000 to $5,000. Limits at ages 0-14 
have been increased to $3,000, while 
limits at ages 41-44 will continue as 
$3,000. These limits will apply in most 
states. 


Aid Assn. Home Office Course 


Gerald Herzfeld, Aid Association for 
Lutherans, is instructor of a class on the 
principles of life insurance being held 
at its home office at Appleton, Wis., in 
cooperation with E. W. Miller, sales 
coordinator of the Appleton vocational 
school. 








George A. Waech, district manager 
of Aid Assn. for Lutherans, spoke on 
“Option Settlements” at a luncheon 
meeting of Milwaukee Assn. of Fraternal 
Life Underwriters. 








Acacia Mutual Life has applied for 
permission from the District of Colum- 
bia zoning commission to add a seventh 
story to part of the $3,500,000 addition 
planned for the home office. 


_ United of Chicago has been licensed 
in Florida, extending its operation to 
38 states. 


Dec. 11, Institute of Life Insurance 
annual, Waldorf-Astoria hotel, New 
York City. 


Dec. 29-30, American Assn. of Unj. 
versity Teachers of Insurance, Morrisoq 
hotel, Chicago. 

March 26-27, Society of Actuaries, Hote] 
Commodore, New York City. 

April 13-16, National Assn. of Life 
Underwriters, mid-year, Chicago, 

April 20-22, L.I.A.M.A. combination 
companies spring conference. Plaza ho- 
tel, New York City. 

April 27-29, L.I.A.M.A. large companies 
conference. Homestead, Hot Springs, ya. 

May 4-6, H.&A. Underwriters Confer. 
ence. Drake hotel, Chicago. 

May 10-12, Assn. of Life Insurance 
Counsel, Homestead, Hot Springs, Va, 

May 18-20, Canadian Life Insurance 
Officers Assn., annual, Seigniory Cly}, 
Montebello, P. Q 4 

May 25-26, Life Office Management 
Assn., spring conference. New Ocean 
House, Swampscott, Mass. 

June 29-July 2, Million Dollar Rouna 
Table, annual Greenbrier hotel, White 
Sulphur Springs, W. Va. 

June 4-5, Society of Actuaries. 
Netherland Plaza, Cincinnati, 

June 8-12, National Assn. of Insurance 
Commissioners annual, St. Francis hotel, 
San Francisco. 

Aug. 24-28, National Assn. of Life Un- 
derwriters, annual, Cleveland. 

Sept. 21-23, Life Office Management 
Assn. annual, Netherland Plaza hotel, 
Cincinnati. 

Oct. 5-9, American Life Convention, 
annual Edgewater Beach hotel, Chicago, 


Hotel 





Buffalo Agent Is Fined 


Angelo F. Teresa of Buffalo has been 
fined $100 by the New York department 
after being found guilty of making mis- 
representations and incomplete com- 
parisons regarding life insurance facts. 
The hearing was held at Rochester. He 
is with Prudential. 








Back of the Name 
Lutheran Brotherhood 


¥& STANDS 


the John Lienemann 
Agency of Beatrice, Ne- 
braska, occupying first 
place with $1,915,960 in 
paid-for insurance for the 
first nine months of 
1952. Under the pro- 
gressive and experienced 
guidance of such out- 
standing General Agents 
and Field Supervisors, 





unlimited _opportuni- 

ties are afforded the 

Career Life Insurance John Licnenams 
Representative. Liberal first-year commis- 


sions, vested renewals, special incentives for 
quality and persi y of b as well 
as an attractive retirement program are open 
to qualified, Lutheran applicants. Investi- 
gate the possibilities today! 


*244,330 members, insured for $403,279,783. 
Lutheran Brotherhood enjoys a record of 
thirty-four years of continuous growth! 











This Is YOUR Life Insurance Society 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERANS 
608 Second Ave. So., Minneapolis 2, Minnesota 











FOUNDED 


JOSEPH SPENCER, President 





PROTECTED HOME CIRCLE 


SHARON, PA. 
A Legal Reserve Fraternal Insurance Society 


SHARON PA. 





L. D. LININGER, Secretary 
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Opposing Brief Highlights 
in CLO. 213 Suit 
(CONTINUED FROM PAGE 20) 


be the law in respect to railroads, whose 
jmportance to the public has as great an 
acknowledgement as life insurance, then 
the same proposition must be equally 
true in the case at bar. 

More than 20 years ago the Supreme 
Court decided in the O’Gorman & 
Young vs. Hartford Fire case in New 
jersey that the New Jersey statute hold- 
ing that no fire company could | pay 
more to a broker or agent than a “rea- 
sonable amount,” that is, what it paid 
to any other broker or agent in the 
state. The CIO brief cites this case 
and agrees with the decision as apply- 
ing to independent contractors in fixing 
the rate of commission. 


Not Independent Contractors 


“But what are plaintiffs here the 
brief continues. “They are not insurance 
prokers or agent-independent contract- 
ors. They are, without a doubt, work- 
ers’, ‘employes’, ‘collection men,’ ‘solicit- 
ing agents’, ‘salesmen’, ‘debit men’, ‘in- 
dustrial insurance agents’. Without 
question they are not insurance brokers 
or independent contractors.” F 

‘It may be suggested to this court 
that without the power to place a ceiling 
on plantiff’s wages the solvency of the 
defendant Hancock might be endanger- 
ed,” the brief continues. “The simple 
answer is that such matters should be 
directly regulated (Noble State Bank 
ys. Haskell, 219, U. S. 104) without 
interfering with the liberty of the plain- 
tiffs to bargain collectively for im- 
proved wages in an inflationary eco- 


nomy.” 


o” 


As to the CIO’s contention that sec- 
tions 213 and 213-a are incomprehen- 
sible, the brief states that “the plain 
fact is that neither the insurance agent 
nor the actuaries and experts of the 
insurance companies nor the superin- 
tendent of insurance himself understands 
the meaning, nature of operation of 
these sections. Nor is it strange that 
the meaning, nature or operations of 
these sections cannot be understood by 
the very persons whom they affect, 
since as we have shown there is no 
ascertainable standard within the sec- 
tions themselves which would permit 
such understanding. As a result, these 
provisions of the statutes fall within 
that definition of vagueness, ambi- 
guity, indefiniteness, uncertainty and 
unintelligibility as would make the stat- 
utes void.” 


Temporary Injunction 


Arguing for the granting of a tem- 
porary injunction the brief says: 

“The plaintiff union is faced with the 
choice of terminating the agreement and 
thereby engaging in an economic strug- 
gle that may be looked upon as a strike 
to compel an employer to violate the 
law, or surrender its contract rights to 
“reopen” in order to negotiate increased 
rates of compensation to retrieve wages 
reduced by reason of increased cost of 
living since the signing of the collective 
bargaining agreement in 1951.” 

The brief declares that there is no 
question but that the rights of the plain- 
tiffs under the collective bargaining 
agreement to bargain collectively for 
wage increases will again be destroyed 
unless the court enjoins the defendant 
Bohlinger from interfering and from 
threatening to interefere with these 
rights. 








Say Agents Waive Challenge Rights 


(CONTINUED FROM PAGE 6) 





lic law 15) in which Congress provided 
“that the continued regulation and taxa- 
tion by the several states of the business 
of insurance is in the public interest 
(and) ... the business of insurance and 
every person engaged therein, shall be 
subject to the laws of the several states 
which relate to the regulation or taxa- 
tion of such business.” 


Must Apply to Insurance 


From the same act the brief states 
this: “No act of Congress shall be con- 
strued to invalidate, impair or supersede 
any law enacted by any state for the 
purpose of regulating the business of in- 
surance ... unless such acts specifically 
relate to the business of insurance.” 

The brief cites this passage from the 
U. S. Supreme Court’s decision in Pru- 
dential vs. Benjamin, 328 U.S. 408,431 
clearly put the 
full weight of its power behind existing 
and future state legislation to sustain 
it from any attack under the commerce 
clause to whatever extent this may be 
done with the force of that power be- 
hind it. . .” ‘ 

The state’s brief contends that it can 
scarcely be argued in view of the facts 
before the court, that the statutory pro- 
visions limit the compensation of agents. 








Rather the statute is designed to protect 
the proportion of the premium dollar 
which is dissipated in expenses so as to 
prevent fraud on the part of the policy- 
holders and to protect the solvency of 
the companies. 


Cites Robertson Decision 


Paraphrasing the U. S. Supreme 
Court’s opinion in the case of Robertson 
vs. California, 328 U.S. 440, (1945) the 
brief says it would be idle to set up pro- 
tective restraints with respect to insur- 
ance and at the same time permit the 
companies to pay out expenses without 
regard to the savings and insurance of 
the policyholders. Nothing in the stat- 
ute restricts the right of companies to 
adjust premium rates. 

“In the face of the conceded evils that 
would flow from the removal of the ex- 
pense limits set forth in these statutory 


provisions, the plaintiffs argue that their 
collective bargaining rights are affected 
by such limitation not on their earnings 
but on the percentage of the premium 
dollar which can be allocated for ex- 
penses,” the brief continues. “We sub- 
mit that such contention is frivolous. 





NO NLRB CONFLICT 





“In any event, even if the limitation 
on the percentage of the premium dollar 
which can be allocated for expenses for 
the production of business is regarded, 


for the sake of argument, as effecting a 
limitation on the earnings of the agents, 
no conflict with the policies of the na- 
tional labor relations act is thereby 
caused. The collective bargaining rights 
of the employes under section 7 of that 
act ‘is a procedure looking towards the 
making of a collective agreement be- 
tween the employer and the accredited 
representative of the employes concern- 
ing wages, hours and other conditions 
of employment.’ (NLRB vs. Boss Manu- 
facturing Co., 118 F 2d, 187, 189).” 

“To say that the collective bargaining 


rights of agents include the right to seek 
any proportion of the premium dollar 
without regard to state requirements for 
the protection of solvency of companies 
and the fundamental rights of policy- 
holders and their savings and insurance 
is to attempt to use these alleged bar- 
gaining rights to destroy the entire field 
of insurance regulation, the vital neces- 
sity of which was pointed out recently by 
the Supreme Court in the Robinson case, 
328 U.S. 440,” the brief states. “The 
federal act was not designed to preclude 
a state from enacting legislation in fur- 








*MINNESOTA *SOUTH DAKOTA *WASHINGTON ‘OREGON 
*NORTH DAKOTA *IDAHO *MONTANA 


“EVER MEET A PROVIDENT MAN?’ 








*"The Provident States" 








If you live in one of the seven “Provident States! 
you probably will meet a Provident manager or 
agent sooner or later. Ask him to tell you about 
his company. He will do so gladly; he'll tell you 
how fast his company has grown; you'll learn that 
the Provident sells more life insurance in North 
Dakota than any other company; he'll tell you his 
company was one of the first to quality its agents 
for social security benefits. 


If the Provident Man you meet invites you to visit 
the home office and see for yourself, take him up 
on it. We will be glad to see you! 


The PROVIDENT 


Life Insurance Company 
BISMARCK, NORTH DAKOTA 


JOSEPH DICKMAN, Vice President 


Life - Accident - Health - 


Hospitalization - Annuities 
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To thousands of members, Modern Woodmen of 
e America stands as a symbol of integrity and service. 
Throughout its seventy-year history, Modern Wood- 


men has provided, in addition to modern life insur- 
ance protection, many “extra” benefits at no additional cost. All 


of these benefits have been “in tune with the times.” 


Especially out- 


standing, in view of the rising polio incidence, is the Polio-Protec- 


tion Plus. 
ficial members immediate payment of 


polio strikes; an additional payment of 
$250 if the attack results in crippling after- 

effects or death. Modern Woodmen is 
pledged to keeping its services “in tune 


with tomorrow,” abreast of its mem- 
bers’ varied insurance needs. 


HOME OFFICE 


ROCK ISLAND, ILLINOIS 


This gives Modern Woodmen Bene- 


$250 if 
MODERN 


WOODMEN 
OF AMERICA 









* FACTS TO 
REMEMBER ABOUT 
MODERN WOODMEN 
1 


Modern Woodmen has a seventy-year record 
<. faithful service to insureds and bene- 
iciaries. 


More than $768,000,000 has been paid in 
benefits. 


2 
3 


Our record of prompt payment is un- 
surpassed. 


Assets exceed $170,000,000 in a strong in- 
vestment portfolio. 


4 
Twenty-five Modern Woodmen certificate 
forms are issued + we insure every mem- 








ber of the family ‘from birth to age 60. 


6 Those insured in Modern Woodmen auto- 
matically receive THE POLIO-PROTECTION 
at no extra cost. 

(ATTRACTIVE CONTRACTS AND CHOICE 
TERRITORY FOR AGENTS) 
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therance of the state power to protect 
the solvency of companies and the basic 
rights of policyholders, most of them 
working men also. . .” 

In support of this the brief cites this 
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CALIFORNIA A 
COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 

















ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 




















Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 
10 S. La Salle St., Chicago 3, Illinois 
Telephone FRanklin 2-4620 
al 8. Tressel, M.A.1.A. 
M. Wolfman, F.S.A wm. 
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INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 
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| NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 

ST. LOUIS KANSAS CITY 
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NEW YORK 


Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 


























PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 








THE BOURSE 

















VIRGINIA & GEORGIA 


BOWLES, ANDREWS & 
TOWNE 








Consulting Actuaries 
Employee Benefit Plans 
RICHMOND 


ATLANTA 








passage from a Supreme Court decision 
in the case of Allen-Bradley local vs. 
Wisconsin employment relations board, 
315 U.S. 740 (1942): “This court has 
long insisted that ‘intention of Congress 
to exclude states exerting their police 
power must be clearly manifested’... we 
will not lightly infer that Congress by 
the mere passage of a federal act has 
impaired the traditional sovereignty of 
the states in that regard.” 

The brief also quotes the Supreme 
Court in Davies Warehouse Co., vs. 
Bowles, 321 U.S. 144, 142 (1943): 
“Where Congress has not clearly indi- 
cated a purpose to precipitate conflict 
we should be reluctant to do so by de- 
cision.” 


Would Bring on Chaos 


“Furthermore, as pointed out in Cali- 
fornia vs. Thompson, 313 U.S. 114, 115, 
unless some measure of local control is 
permissible, the activities of the insur- 
ance companies and the attendant evils 
to which we have referred would be 
wholly unregulated unless or until Con- 
gress undertakes that function,” the 
brief points out. “Collective bargaining 
does not require the states to permit the 
perpetration of a fraud upon the public 
such as would arise from the unre- 
stricted proportion of the premium dollar 
which could be allocated for expenses.” 

The state contends that the case of 
Metropolitan Life vs. Burton, 301, N.Y. 
397, “has no possible relevency before 
this court”, and that all that was in- 
volved in that case was whether the 
war labor board could order the pay- 
ment of increases retroactive to the pro- 
ceedings before the board. The brief 
quotes Judge Valente, who presided at 
that case, as saying: “The present ruling 
is specifically confined and limited to the 
facts and circumstances disclosed by this 
litigation. It is not intended to affect 
the application or operation of the salu- 
tary provisions of sections 213 and 213-a 
of the insurance law in a proper case.” 





NOT A PAY BOOST 





The brief also points out that the ap- 
pellate division likewise upheld the pay- 
ments on the theory that the statute did 
not increased pay for past services dur- 
ing the consideration by the war labor 
board, and that the majority of the court 
of appeals made it clear in its opinion 
that it was affirming on that same nar- 
row point: “We agree with the trial 
court and with the appellate devision 
(and with the national labor relations 
board and with the United States dis- 
trict judge who passed on this same 
question in Paris vs. Metropolitan Life 

. without passing on this issue) that 
the above cited statutes have no bearing 
on, and were never intended to make 
unlawful, the ordinary and _ traditional 
consequence of collective bargaining, 
that is the ordering of a wage increase 
dating back to the beginning of the pro- 
ceedings.” 

The state’s brief calls it significant 
that in the report for 1929 by Insurance 
Superintendent Conway it was noted 
that “the first-year expense rate of the 
companies not authorized to do business 
in New York is about 57% higher than 
the expense rate of the companies au- 
thorized to do business in this state” 
(and subject to the expense limitations) 
and “these figures show conclusively 
that the expense limitations and other 
provisions of the New York insurance 
law have constituted one of the major 
factors in controlling acquisition ex- 
penses and in the remarkable progress of 
life insurance since the Armstrong in- 
vestigation. . .” And further, “it will be 
noted from the above table that the re- 
newal expense rate for the 215 unauthor- 
ized companies is about 64% higher than 
the renewal rate for the 47 authorized 
companies.” 





Chicago Home Office Life Underwrit- 
ers Assn. at a dinner meeting viewed the 
new film on “Aspects of Accessible Can- 
cer of the Skin”, after which there was 
a case clinic. 


Pyramid of Kansas City 
Names Lynde, Young 


Pyramid Life of Kansas City ha 
named two new officers to head its 
cently organized disability division, 

C. M. Lynde has been elected vice. 
president and sales manager. He joing 
Pyramid last June, having been wit, 
Bankers Life & Casualty the previoy; 
six years. He served as sales manage 
at Philadelphia District most recent 
and before that claims manager, aasiat 
ant secretary, and assistant to the 
agency director at the home office, 

David H. Young, Jr., has been nameq 
executive vice-president. He formerly 
was with Reserve Life of Dallas as spp. 
cial assistant to the president and bg. 
fore that was with Bankers Life & (Cas. 
ualty and Central Standard Life. 


Election Results Affects 


Commissioner Ranks 
(CONTINUED FROM PAGE 1) 
governor of Michigan, his appointee, 
Joseph Navarre, is safe. Mr. Navarre 
is in for a four-year term, whereas the 
governor is elected for two years and 
Mr. Navarre’s term runs for two more 
years. 
Lawrence Leggett was appointed 
Missouri superintendent by a Republican 
governor and Phil M. Donnelly, who 
was elected there this time is a Demo- 
crat. However, Mr. Leggett was a long- 
time deputy in the Missouri department 
and his appointment was as a career 
man. He has many strong supporters 
on the part of the insurance people in 
the state and he may very well be 

retained. 

In Arkansas, the governor-elect early 
in the campaign announced that Her- 
bert Graves would be ousted when he 
got in. Hence, Mr. Graves will be an- 
other with double eligibility for the 
Passé Club. He was in, then out, then 
in again. 

In South Dakota there are reports 
that George Burt may soon be coming 
home from the army and will resume 
office as insurance commissioner there. 
In North Dakota, the incumbent, A. J. 
Jensen, who is a Republican, was re- 
elected. That is one of the states that 
elects the commissioner. 





Sterling Wyoming Hearing 
Is Postponed Indefinitely 


CHEYENNE, WY.—F ollowing 
agreement by Sterling Ins. Co. to cancel 
contracts of offending agents and to 
comply in all respects with requirements 
o fthe Wyoming department, the hear- 
ing on its license has been postponed 
indefinitely to give Sterling an oppor- 
tunity to carry out procedures agreed to 
accordin gto Commissioner Taft. : 





ANieg representatives 


are Anico’s best 
advertisements 





F. H. EVATT, Greensboro, N. C. 


MOST VALUABLE ORDINARY 
REPRESENTATIVE IN 1951 











Without previous insurance experience, in 
his two years with Anico Mr. Evatt won 
the highest title the Ordinary Department 
can bestow—Most. Valuable Representa- 
tive. To earn it, he has a perfect per- 
sistency on an exposure of $532,314 of 
client coverage. Mr. Evatt has not had a 
single lapse in his entire insurance career! 
He uses the special Anico plans. He sells 
only on a need basis. He renders service 
first and sells second. Mr. Evatt exempli- 
fies in the highest degree the 
type of man who is making 
Anico famous for service and 
policyholder satisfaction. 















A working contract that permits outstanding earnings. 


Policies that stand out in value against any competition. 






A management philosophy that is based on the axiom 
that a company succeeds only when its agency force 
succeeds. 

The most modern and effective selling aid program that 
can be devised. 











For information without obligation 
address “Executive Vice-President” 


AMERICAN NATIONAL 
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in force 





W. L. MOODY, JR., PRESIDENT GALVESTON, TEXAS 
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Today the outlook for most people with 
arthritis—particularly those affected 
by the rheumatoid type—is encourag- 
ing. This is because medical research 
has uncovered new facts about this 
disease, and provided more effective 
drugs for its treatment. 


Such advances are heartening be- 
cause the arthritic diseases are not only 
widespread but are second in disabling 
effect among all diseases in the United 
States. In fact, the Public Health 
Service recently reported that more 
than 10 million people in our country 
have some form of this disease. 


In the sketch above, some basic 
facts about the two most common 
forms of chronic arthritis—rheumatoid 
arthritis and osteoarthritis—are illus- 
trated. The joint-swelling, which is 
characteristic of early rheumatoid arth- 
ritis, is shown on the index finger. Since 
the joint itself is not damaged, prompt 
treatment may bring complete relief. 


The effects of advanced rheumatoid 
arthritis are shown on the third finger. 
Here an overgrowth of bone has caused 
a complete stiffening of the joint. Even 
at this stage, however, patients can 
often be helped. 


ARTHRITIS 


The little finger illustrates the en- 
larged ends of bones and the diminished 
joint spaces caused by osteoarthritis. 
It is primarily the result of aging and 
generally does not cause severe crip- 
pling. 





Safeguards against Arthritis 
Z Keep your weight at normal, or below. 


2. Eat a balanced daily diet, and get 
plenty of rest and sleep. 


3. Maintain good posture. 
4. Develop a calm mental outlook. 


5. Have regular medical and dental 
check-ups. 











Doctors do not consider rheumatoid 
arthritis simply a disease of the joints. 
They say that the person who has this 
condition generally shows signs of dis- 
ease of the entire body. This may be 
evidenced by loss of weight, fatigue, 
anemia, infection, emotional upsets, 
nutritional deficiencies, and sometimes 
by other more serious conditions. 


Whenever signs of rheumatoid ar- 
thritis occur, a thorough physical exam- 





ination is needed. Only in this way can 
an exact diagnosis be made and treat- 
ment outlined to meet the patient’s 
individual needs. 


There is no known cure as yet for 
rheumatoid arthritis. Medical authori- 
ties believe that standard treatment— 
if continued persistently—can prevent 
serious complications in 70 percent of 
cases, and even completely relieve the 
painful symptoms in many cases. This 
treatment includes rest, good nutrition, 
physical therapy, and other measures. 


To help prevent arthritis—or lessen 
the effects if it should occur—one should 
not neglect seeing the doctor whenever 
persistent pain occurs in any joint. 
Moreover, it is most important for the 
patient to realize that relief from any 
type of arthritis depends largely on 
close and faithful cooperation with the 
doctor in all phases of treatment. 


Above all, arthritic patients should 
take an optimistic attitude toward this 
disease, because worry and mental 
strain may intensify symptoms. Today 
it is reassuring to know that the great 
majority of arthritis cases can be greatly 
helped. 








COPYRIGHT 1952-—-METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company * 


(A MUTUAL COMPANY) 


1 Madison Avenue, New York 10, N. Y. 
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This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 32,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Cosmopolitan, 
McCall’s, American Magazine, Woman’s Home 
Companion, National Geographic. 
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Know what Id 
do if I were 21 






























By M.P.W. 
Equitable Society 
Representative 


WHAT WOULD | DO? Well, first let’s see what I actually did. 





At 21 I was just starting out in business. I remember 
as clearly as though it were yesterday, how nervous I was 
when I made my first call as an Equitable Representative. 


I’ve made thousands since—but never one that made 
me want to be in any other business. Like the one I made 
to the Baxter home to explain to John Baxter’s young 
widow about the money that would start coming in, now 
that John was dead. 


The call | made at Mary Baxter’s house made 


. : : : That call gave me a realization of just how fine and 
a great difference in her life...and mine. 


useful a job I had with Equitable. Mary Baxter could go 
right on living in the same house on Vine Street without 
worrying about the upkeep. I saw the fruits of my work 
hold tragedy at bay — permitting someone to pursue a good 
life in spite of an unfortunate turn of events. 


Yes, if I were 21 again and had a free choice of doing 
whatever I wanted—I’d do just what I did the first time. 
I’d become an Equitable man all over again! 


LISTEN TO “THIS IS YOUR FBI”... official crime-prevention broadcasts 
from the files of the Federal Bureau of Investigation...another public- 
service contribution to his community by The Equitable Society Representative. 


EVERY FRIDAY NIGHT * ABC NETWORK 





THOMAS |. PARKINSON, President One of a series of advertisements illustrating how a representative of The Equitable 
393 Seventh Avenue, New York I, N.Y. Life Assurance Society serves his community by selling life insurance. 








